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to pulp... 
to paper! 


Hammermill controls every 
step in producing 


MERM 
ARM N 
SAFETY . 


HAMMERMILL SAFETY is the uniform check 
paper because it is made complete in one mill. 
The spruce chips are “cooked” into pulp in 
the huge digesters. .. transformed into paper 
...and the surface sensitized...in this one 
mill. Hammermill’s own technicians control 
each step. 

This is why Hammermill Safety does not 
vary in its protective qualities, its smooth 
writing surface, its color, its strength. 





A note on your bank letterhead will bring 
samples of Hammermill Safety showing its 
wide range of distinctive, easy-to-write-on 
colors. Just address Safety Paper Division, 
Hammermill Paper Company, 1503 East 
Lake Road, Erie, Pennsylvania. 














LETTERS 








Farm Land Values 


Srrs: For some time our department 
has been publishing a little house organ for 
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circulation to bankers, brokers and others 

interested in the farm credit field. I believe 

you will find particularly interesting our 

June issue which was devoted entirely to 
land values. 

R. I. Nowe t, Second Vice-president, 
The Equitable Life Assurance Society, 
New York, New York 
* * * 


Balanced Farming 


Strs: I have read the article entitled 
“Balanced Farming,” by E. J. Evens in 
your August issue with a great deal of 
interest. 







I heartily agree with everything men- 
tioned in the article relative to work with 
farmers in building up their farms, financ- 
ing livestock and particularly the financing 
of new machines to be used on their farms. 

I. W. Evans, Credit Manager, 

International Harvester Company, 
Quincy, Illinois 
+ + e 


Booklets 


Srtrs: We certainly appreciate the book- 
let service that you are offering to the 
readers of your magazine. We have found 
the information received through your 


. publication to be very helpful. 


LEsLIE HEITEL, 
New Business Department, 
Valley National Bank, 


Phoenix, Arizona 
rs & « 


Good Articles 


Sirs: In my opinion, “New Business,” 
by Burr S. Swezey and “Farm Mortgage 
Lending Seminar,” by Earl L. Butz, were 
two outstanding articles in your good 
magazine for July. 

ARTHUR R. Furnisu, Vice-president, 

The Louisville Trust Company, 
Louisville 1, Kentucky 
» o + 


Lunches and Refreshments 


Srrs: Our bank has extended its mod- 
ernization program to include a new dining 
room and kitchen. 

The equipment and quarters are new in 
every respect. The tile-walled kitchen con- 
tains built-in sink and cabinets, electric 
refrigeration and cooking equipment, and 
stainless steel work tables. The dining 
room is furnished with plastic top tables, 
matching chrome chairs in two-tone leather, 
and radio. The room is decorated in blue- 
green. 

The bank pays the salary of a full-time 
attendant, and the preparation of lunches 
is supervised by the Old Bank Club. This 
is a social organization of the bank’s staff 
formed in 1936. The membership consists 


Lunch room, The Old National Bank in Evansville 
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of everyone on the payroll, including Presi- 
dent Mathias and other officers, though 
officers may not hold office or serve on 
committees. All pay nominal dues that 
are matched by the bank. 

In addition to serving daily lunches, the 
dining room is open throughout the day, 
offering light refreshments, soft drinks'and 
candy bars. Any profit resulting from the 
operation is used by the club for social pur- 
poses. 

WALTER H. Biscuorr, Assistant Cashier, 

Old National Bank in Evansville, 
Evansville, Indiana 
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k is customary for many prominent American business men while 


traveling in Continental Europe to use The Chase Bank, Paris, as their 


financial headquarters. 
° Paris is ready now to receive Americans visiting France on business or 
Fe tttd — for other reasons of necessity . . . and, as restrictions gradually relax, the 


City of Light will be able once again to accommodate the tourist also. 


REBORN “CITY OF LIGHT” Now, as for many years before the war, The Chase Bank in Paris wel- 


comes its American friends with facilities for every form of banking 


An old friend service required by French-American commerce. 


- American business men at home who wish first-hand information from 
awalts you Europe can obtain it through the Chase National Bank in New York, which 
maintains continuous contact with its three London branches, with The 


Chase Bank in Paris and with correspondent banks in all parts of Europe. 


These facilities are also at the disposal of Chase correspondent banks in the 
United States and often enable them to broaden their own service to customers. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


HEAD OFFICE: Pine Street corner of Nassau 


Member Federal Deposit Insurance Corporation 
LONDON: 6 Lombard Street - 51 Berkeley Square - Bush House, Aldwych 
Havana + San Juan - Panama - Colon - Cristobal - Balboa - Offices of Representatives: Mexico City - Cairo - Bombay 
THE CHASE BANK 
41 Rue Cambon, entrance at 11 Boulevard de la Madeleine, Paris 


Shanghai Hong Kong - Tientsin 
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In the TREND of BANKING 








The Scene Changes 


Banks have come to realize that with the 
end of the war, the stage setting has been 
changed and the old props no longer are 
being utilized insofar as the money market 
is concerned. 

During the war the policy pursued by 
the monetary authorities was obviously in- 
flationary, and resulted in a rapid rise in 
bank deposits through the acquisition of 
nearly $70 billion in Government securities. 
In spite of this, interest rates were held 
close to the lowest levels in history. 


With the war ended and the need for. 


financing huge federal deficits having 
ceased, the monetary authorities have 
switched attention to the dangers of infla- 
tion inherent in the situation. 

Opposing aims. Thus the Federal Re- 
serve has been endeavoring to tighten the 
money market, aided by the Treasury re- 
demption policy. The primary difficulty is 
that deflationary measures and low interest 
rates do not go together. All the tools 
which the Reserve System customarily uses 
to restrict credit expansion, such as tighten- 
ing reserve requirements, selling securities 
in the open market or raising the rediscount 
rate, tend to involve a rise in rates. 

Officials are finding that it is easier to 
manufacture new credit in sufficient quan- 
tity to soak up the bond issues floated 
during the war than it is to throw the 
process into reverse with present money 
and credit controls. 

The following two items discuss current 
investment and loan trends, in the light of 
the changed credit and fiscal policy. 


° Sd « 


Bank Investment Policy 
Amid Falling Prices 


The gradual decline in Government bond 
prices since the middle of the year, plus 
speculation that the Treasury’s low inter- 
est rate policy will undergo some revision, 
have tended to raise questions in the minds 
of bankers as to the wisest investment 
course for their institutions to follow in the 
months ahead. 

For instance, does the present declining 
market and other factors indicate that the 
banks should attempt to get in a more 
liquid position, buying only short terms 
and perhaps disposing of some longer term 
securities, in order to be able to take full 
advantage of still lower prices when the 
market reaches bottom? 

Not in the opinion of one highly re- 
garded bank officer in charge of his institu- 
tion’s investment program, Vice-president 
Raymond T. Perring of The Detroit Bank. 
His reasoning is somewhat as follows: 

1. Any change in interest rates and 
investment yields will be very gradual. 
There will not be a sharp break in high 
grade bond prices nor will the changes be 
drastic or disruptive. 

2. If a bank is not top-heavy in long- 
term issues and has maintained a properly 
spaced portfolio, it should have nothing to 








LOANS SCORE RECORD RISE 





8.5 





as 
tn 






Business 
and Farm Loans 











al 
uw 





Billions of Dollars 
N 
o 


%: 








5.5 WaRTWHCWORCWHWS COWS RWWERUWED WED GOOD CURE CWE CNET 
Dee 








EWG CEWUSUOS CREWE OWED CWE CTEOR ITER CTT 





ee ee ay aa 
1945 





Data: Federal! Reserve Board. 





.: OC. Ree See ee RS ns 


1946 














Official problem: How to control credit without rise in rates 


worry about in the present situation. 
While there has been a widespread impres- 
sion that the government would support 
the market at any price, and this has been 
shown to be a false assumption, it will not 
permit a drop analogous to that which 
followed World War I. Banks will experi- 
ence a shrinkage in their bond appreci- 
ation accounts, but the present trend of 
declining bond prices will be advantageous 
when they go into the market for invest- 
ments, in that they will realize a better 
yield. Thus, their reinvestment problem 
will be much less difficult than it appeared 
to be a few months ago. 

3. Rather than seeking to attain an 
unduly liquid position in order to be able 
to “buy in at the bottom,” which is in 
itself a gamble, it would be advisable for 
banks to follow their regular carefully 
spaced investment programs, continuing 
to buy some longer term issues where 
indicated to fill in maturity gaps, as funds 
become available. An alternative program 
would mean loss of income. Also, it would 
represent an attempt to outguess the mar- 
ket, which is within the province of specu- 
lators but not of banks who should be in- 
vesting primarily for income. An invest- 
ment policy must be flexible enough to 
permit adjustment to changing conditions, 
but it must also have continuity and 
should not be picked up or laid aside at 
will. 

Mr. Perring believes that the current 
trend toward firmer rates and less infla- 
tionary fiscal financing policies is a healthy 
one. It represents a movement away from 
absurdly low interest rates, particularly in 
the shorter and intermediate range, and 
will in the long run make for a sounder 
economy. The program in effect some 
months ago of refunding all maturing 
issues with certificates, which have little 


attraction for investors other than banks, 
resulted in continued monetization of the 
debt. The slight increased cost to the 
government which would be entailed by 
raising rates somewhat to attract other 
investors would be more than counter- 
balanced, Mr. Perring believes, by the 
resulting sounder economy and the reduc- 
tion of inflationary dangers. 


e o 7] 


Behind the Loan Trend 


On the trend of commercial bank loans, 
and especially on the possible portent of 
the sharp increases shown in midyear 
FDIC reports, there has been much specu- 
lation. One noteworthy comment on the 
subject comes from C. S. Young, president 
of the Federal Reserve Bank of Chicago. 

After pointing to the advances in real 
estate loans and consumer credits quoted 
as of June 29 by the FDIC, up 23 and 30 
per cent respectively over the previous six 
months, Mr. Young calls attention to the 
more recent and even sharper advances: 

‘“*Here are the figures, as of August 21 for 
commercial, industrial and agricultural 
loans. Their current volume is 8.4 billion 
dollars for the Federal Reserve member 
banks in the 101 largest cities in the United 
States; this is over 40 per cent above the 
V-J Day figure. More than 35 per cent of 
the post-war increase has come in the last 
eight weeks! 

“The bulk of the increase in these loans 
has undoubtedly gone to finance increasing 
physical production.” Mr. Young adds. 
“Money and goods are increased concur- 
rently, and I doubt that there is any infla- 
tionary effect. Such loans as these must 
and should be encouraged. But with man- 
power and materials as scarce as they are, 
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it is reasonable to question the purposes 
behind some of the increase, particularly 
that which occurred in July and August. 
To a considerable extent these loans may 
be designed to hold inventories for further 
price increases, or to provide additional 
cash and working capital which would be 
unnecessary if prices were not rising. Of 
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these two categories of loans, the first 
fosters price increases directly, and the 
second weakens resistance against them. 
Under present ,business conditions, loans of 
these types are potentially dangerous, even 
though they may be sound and liquid by 
ordinary standards.” 

While the rise in business loans appears 
so far to represent largely an increase in the 
demand for working capital to finance ex- 
panded production, it is recognized that 
when money is cheap, legitimate borrowing 
could readily develop into a speculative 
boom. Apparently what worries Federal 
Reserve officials is the way the present rise 
is gathering momentum. There is fear that 
once legitimate working capital require- 
ments have been met, cheap credit will lure 
business into inventory speculation and 
unsound expansion. : 

At the same time, the Federal Reserve 
realizes that to resort to traditional defla- 
tionary devices and credit controls to halt 
credit expansion would involve a rise in 
interest rates. The only way the monetary 
authorities could restrict private borrowing 
and still maintain present low rates on 
Government issues would be to impose 
selective credit controls—arbitrary _re- 
strictions rather than indirect pressures— 
on bank loans. While the Reserve Board is 
certainly giving consideration to this possi- 
bility in the event a speculative boom de- 
velops, outside observors doubt its political 


feasibility. 


Sf 


World Trend Toward 
Tighter Bank Controls 


The Federal Reserve leaning to some 
system of arbitrary credit restrictions, and 
in general to a greater degree of control 
over the economy, more than fincsa counter- 
part in other sections of the world. 

For example, the government of Colom- 
bia, South America, has recently imposed 
severe credit restrictions on the banks, as 
one step to curb inflation. Under the 
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In an emergency you will find at the Shawmut 
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decree, total loans extended by commercial 
banks cannot exceed, for each institution, 
the levels prevailing at the time of the 
ruling, except for a possible increase up to 
5 per cent. A bank’s total loans are also 
limited to twice the capital paid in and the 
legal reserve. It is provided that banks 
cannot extend credit which may serve to 
monopolize or restrict the market of essen- 
tial goods. Renewals or extensions for 
more than one year of loans not strictly for 
economic purposes are ruled ineligible for 
discount at the central bank. In general, 
loans to finance purchases of realty or 
securities are not considered to be for 
economic purposes. The banks are di- 
rected to deny all credit to individuals or 
enterprises which violate price control 
regulations. The decree became effective 
August 19. 
7 


In Australia, legislation has been enacted 
which greatly strengthens the Common- 
wealth Bank as a central bank, gives it 
permanent and extensive controls over the 
operations of the trading or commercial 
banks, and assures that it will serve as an 
instrument of Government financial policy. 

Funds immobilized. Chief interest in 
the new Commonwealth Bank Act centers 
around the credit control provisions. The 
war resulted in large increases in the de- 
posits and cash resources of the trading 
banks. Under wartime regulations, this 
increase in cash reserves was immobilized 
temporarily as “‘surplus investible funds” 
in special accounts with the Common- 
wealth Bank. In the absence of a continu- 
ing control, it was feared that these funds 
could be used as the basis of an inflationary 
post-war expansion of trading bank ad- 
vances and investments. Hence, the war- 
time regulations were made permanent and 
the Banking Act empowered the Common- 
wealth Bank to require each trading bank 
to lodge in its special account such sums as 
the central bank might consider necessary 
in the light of current credit conditions. A 
rate of interest not to exceed 7% per cent a 
year will be paid at half-yearly intervals 
on the daily balance of each account. 

The new legislation also gives the central 
bank controls over the direction of bank 
lending, continuing another policy initiated 
during the war years. It is provided that 
the Commonwealth Bank may determine 
the policy to be followed by other banks in 
relation to advances and may give direc- 
tions as to purposes for which trading bank 
advances may be made, although dis- 
crimination may not be made in this respect 
insofar as particular persons are concerned. 

Investments controlled. Still another 
permanent continuation of wartime con- 
trol is that a trading bank may not, except 
with the consent in writing of the Com- 
monwealth Bank, purchase or subscribe to 
securities of the commonwealth, or to issues 
of a state or local governing body, or to 
securities listed on the Australian st ¥ck 
exchange. 

Further, the central bank will now have 
power to make regulations to control the 
terms of bank lending. It is expected that 
the Government, through the central bank, 
will thus endeavor to maintain its current 
policy of low interest rates. 

The short-term purpose of the legislation 
is to help to curb inflationary pressures 
arising out of the war. The long-range 
objective is to assist in the control of the 
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with each section of the country ... You are invited to discuss any prob- 


lem in which you feel we can be of assistance. 
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business cycle, through appropriate central 
bank action. 

An unusual circumstance is that the 
Commonwealth Bank, in addition to being 
the central bank with extensive controls 
over the trading banks, also carries on a 
general banking business and engages in 
specialized activities in direct competition 
with the commercial banks. Indeed, under 
the new bank act it is now specifically di- 
rected to “develop and expand its general 
banking business.” 


° 


Powerful Propaganda 
for Thrift 


A powerful thrift message will soon be 
made available for use by savings banks, 
having savings 
departments, in the form of a realistic and 
The film was 
developed by the Savings Banks Associ- 


and commercial banks 


entertaining motion picture. 
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ation of the State of New York and will be 
available in 16 millimeter film for selected 
audiences or 35 millimeter film for local 
theater showings. 

‘“‘Watson Wakes Up”’ is the title of the 
picture which portrays a young couple 
having extreme financial difficulties until 
Mr. Watson discovers, during a dream, 
that a raise in income is not the only way 
to balance the family budget. The dream, 
brought on by Mr. Watson’s worry over 


“‘Bank”’ scene in new educational film on personal savings 
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how to approach his boss about a salary 
raise, carries him into a fantasy through 
which he learns that foolish spending, un- 
planned management of their lives, is 
draining him and his wife of youthfulness 
which could be sustained by the security 
of a life untroubled by financial worries. 

Professional standard. The 18-minute 
film was produced under the same technical 
standards that apply to the best theatrical 
productions. With the great demand for 
good, entertaining educational pictures in 
schools and clubs, the new savings bank 
movie is expected to have a widespread 
appeal over an extended period. 

To comply with the contemplated de- 
mand for the film, the Savings Banks 
Association of the State of New York is, 
at present, attempting to arrive at an 
equitable figure for the release of the rights 
to the film. Savings banks will have first 
call on it, but in non-savings bank states 
commercial banks with savings depart- 
ments will have it made available to them. 
Inquiries may be addressed to Edward B. 
Sturges, 2nd, c/o Savings Banks Associ- 
ation of the State of New York, 110 East 
42nd Street, New York. 

The film was shown at the American 
Bankers Association convention in Chicago 
and plans are being made for a showing of 
the picture at the Financial Advertisers 
Association convention in San Francisco 
in October. 

+ > - 


Helping Farmers Produce 
More Profit 


Among the country banks which have 
found it increasingly profitable to promote 
better relations with surrounding agricul- 
turists is the Gonzales State Bank of 
Gonzales, Texas. 

Max J. Wenmohs, assistant vice-presi- 
dent of the Gonzales bank, leads the pro- 
motional program which has made it pos- 
sible for his bank to more than hold its 
own in the midst of many farm-loan 
organizations. 

When he took over the bank’s program 
in 1940, Mr. Wenmohs found the promo- 
tional problem to be mainly twofold. 
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First, he found that ranchers and farmers 
are easily alienated if talked down to on 
agricultural problems, and do not easily 
accept advice and counsel on improve- 
ments if not suggested in their own lan- 
guage. He also discovered that they were 
suspicious of any suggestion of “‘city ways” 
or urban appearance. 

On the three working days which he 
spends each week visiting farmers, there- 
fore, Mr. Wenmohs dresses for his work. 
He compromises with his “bank days” by 
shaving, but that is as far as he goes. He 
puts on a work shirt, dungaree overalls and 
boots: When he finishes with his farmer 
dress he looks like a farmer. 

Studies farming. Next, Mr. Wenmohs 
can talk with farmers. He makes it a point 
to know more about farming and stock 
raising in his county than the average 
farmer or rancher. That requires a great 
deal of study, theoretical and actual. By 
knowing the problems of farmers and stock 
raisers, he is able to talk intelligently to 
any rural man of the district. Although 
the man with whom he talks may not 
always agree with him, he gains the man’s 
respect by talking down-to-earth language 
which the man understands. 

Near-by Texas A. & M. College, like 
most schools which have agricultural de- 
partments, offers a two weeks’ short course 
in new agricultural developments each 
summer. Mr. Wenmohs attends each 
summer and studies as religiously as any 
farmer. He finds that this two weeks is 
his best source of information on up-to-date 
farming methods, often putting him well 
ahead of farmers and ranchers in knowledge 
of their specific problems. 

The second problem which Mr. Wen- 
mohs came up against was this: Agricul- 
turists do not readily accept change and 
improvement unless they can be given 
concrete evidence of how the change will 
benefit them—preferably by example. He 
found that in solving this problem, pictures 
serve better than words. 

The bank owns and lends a _ sound- 
equipped motion picture projector which 
has been received with a resounding wel- 
come at farm meetings in the territory. 
The best available films on poultry raising, 
treating diseases in stock, contour farming, 
soil conservation practices and other farm- 
ing improvements are kept on hand and 
are in constant demand. The film supply 
is built around pictures taken near Gon- 
zales, making local conditions and familiar 
installations easily recognizable. Mr. Wen- 
mohs finds that the pictorial story of farm- 
ing and ranching progress brings about 
more desire for improvement than words 
can possibly accomplish. 

Prescribes program. A basic feature of 
the over-all program is the inducement of 
farmers to get away from the one-crop 
system. The bank advises them to have 
several cash crops and it induces them to 
follow a prescribed plan, a little at a time. 

“The first loans to farmers and ranchers 
are usually small,’”’ Mr. Wenmohs explains, 
“and, of course, are in themselves un- 
profitable. But they are entering wedges 
which enable us to induce farmers to 
utilize more of the bank’s services. We 
don’t care how small and unprofitable the 
initial transaction is, because we know now 
that we can make a better customer of him 
as he becomes acquainted with the bank.” 

Starting a farmer toward improvement 








In writing to advertisers please mention The Burroughs Clearing House 












THE WATERMARK IS YOUR 
Giitilid Guiddéidiee 


Much Cotton Fibre ? 
25% -50%-75%- 100% 

































































@ There are several fine letterhead papers. 
Each, however, is made from cotton fibre... 
the more cotton fibre, the finer the paper. 


@ That's why all Fox River papers specify 
the exact cotton fibre content in the water- 
mark. 


@ Today, when you sign your mail, examine 
the watermark of your present letterhead 
paper. If it doesn’t specify cotton fibre, the 
amount of cotton fibre and who made it, 
check with your printer, lithographer or en- 
graver. He'll be glad to recommend a Fox 
River paper with the correct cotton fibre con- 
tent for each business need. 


BOND, LEDGER AND ONION SKIN PAPERS 








FOX RIVER PAPER CORPORATION 


419-] S. Appleton Street © Appleton, Wisconsin 
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Binder with samples aids check-style selection by customers 


with the restoration of his land and build- 
ings, the bank then outlines a complete 
farm-improvement program for him, set- 
ting down what should be done first, 
second and so on until the farm is painted, 
its out-buildings are serviceable and he has 
proper diversification in his production. 
This program may have to extend over a 
period of several years, but once the bank 
starts a farmer on a clearly-defined pro- 
gram, he goes through with it. 

The bank is also going strongly after 
farmer business in connection with home 
appliances. Mr. Wenmohs has devoted a 
great deal of time to study of home freezers 
for farm and ranch use and, as they come 
on the market, he will know the features 
of most of them and will know the extent 
of the credit risk in each unit. In addition, 
he is talking credit to farmers for the pur- 
chase of refrigerators and other major 
home appliances. 

“In the main,” says Mr. Wenmohs, “‘we 
simply do all we can to show the farmers 
and stock raisers how to produce more 
profit on their land and equipment invest- 
ment. The rest takes care of itself!’’ 
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Check Sample Binder 


Not only new and different but a definite 
improvement and convenience is the check 
sample binder which National Bank of 
Detroit now provides for its officers, branch 
managers, and others who discuss the 
matter of check styles with customers. 

Previously, the usual custom was for the 
banker to have a conglomeration of speci- 
men checks in his desk, often mutilated and 
with the most popular styles sometimes 
missing. Sufficient data was not on hand 
to answer customer questions, and calls to 
the purchasing department for additional 
information were frequent. 

So, Assistant Manager George Madill of 
the purchasing department devised a check 
sample binder in loose leaf form which has 
been hailed as a complete and happy solu- 
tion to the problem. The idea is adaptable 
to banks of virtually any size. 

Many advantages. As will be noted in 
the accompanying illustration, the binder 
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is indexed for ready reference to any type 
of check. On the right-hand pages the 
check forms are displayed; the left-hand 
pages cite details as to prices, colors avail- 
able, form numbers, how to order, what 
changes can be made, etc. Checks are 
mounted in sheet form, as customers can 
visualize them more readily when dis- 
played in this manner. Samples in sheet 
form were previously bound in a pad size 
which could not be easily filed away in a 
desk drawer, and the specimens desired 
were often torn out. 

Instructions have been issued not to 
tear out the displayed samples in the 
binder, nor to write on them. Instead, 
envelopes containing a supply of duplicate 
specimens are included as an integral part 
of the binder. In the event of obsolescence 
of any of the check styles, new samples can 
readily be inserted. 

Highly complete. All standard checks 
issued by the bank are displayed, including 
personalized checks. In addition, there is 
a section on special check forms, contain- 
ing specimens on plain stock in various 
colors. The adjoining page in this section 
supplies detailed information as to sug- 
gested styles of type which can be used in 
designing the special checks, and other 
helpful data. Voucher forms are not 
mounted in the binder, but there is infor- 
mation in the special forms section on 
ordering these. 

When a supply of the binders had been 
made up, individualized instruction was 
given to the branch managers and others 
on how to use them. Many favorable 
comments have been received on this prac- 
tical innovation. 
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New Information Source 
on Field Warehousing 


Bankers throughout the nation will now 
have at their command facilities for easily 
obtaining complete information concerning 
all phases of public merchandise warehous- 
ing and third-party bailment. 

The merchandise division of the Ameri- 
can Warehousemen’s Association has an- 
nounced a program, endorsed by the 
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American Bankers Association, whereby a 
key warehouseman in each Federal Re- 
serve city has been named to be available 
to bankers in that area for consultation on 
warehousing procedures and other matters 
relating to the financing of inventories in 
the custody of warehousemen. In all, the 
A. W. A.’s committee on banking relations 
will include forty men. 

In addition to being available for con- 
sultation, the forty-man committee will 
constitute a speakers’ bureau upon which 
state banking associations and other groups 
of bankers may draw for addresses concern- 
ing financing of warehouse inventories. 

Also available to bankers through the 
warehousemen’s program is a_ brochure 
entitled “‘Warehouse Receipts as Col- 
lateral,” prepared by the A. W. A. and 
adopted by the A. B. A. as one of its series 
of commercial bank management texts. 
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New Finance Corporations 
in Britain 

Towards the end of World War II there 
was a widespread belief in Britain that there 
was need for more adequate credit facilities 
for new projects or expanding businesses 
which did not come within the scope of the 
established commercial banks (a sentiment 
which has a familiar ring to bankers in the 
United States). Believing the contention 
to be true, Mr. Churchill’s Government, 
through the influence of the Bank of 
England, brought about the organization 
of two new private finance companies. It 
can hardly be said that either company is 
now likely to realize the high hopes held 
out for it, both because of political and 
economic factors. 

For industry. One is the Finance Cor- 
poration for Industry, with a share capital 
of £25,000,000 and borrowing power of 
four times that amount. The share capital 
was subscribed by insurance companies, 
investment trusts and the Bank of Eng- 
land. At the end of its first year there was 
general surprise to learn that it had only 
actually lent about £250,000, and had 
provisionally agreed to lend a_ further 
£1,250,000. 

It was expected that this institution 
would lend money to industries in great 
need of reconstruction, such as coal, cotton, 
and the iron and steel industry, which were 
not likely to receive more or less long-term 
loans from the banks for this purpose. The 
unexpected result of the election, and the 
Socialist program of nationalization, caused 
such a drying up of the spirit of enterprise 
that credit-worthy borrowers have been 
few, while industries marked for nationali- 
zation have gone completely out of the 
picture. 

The other company is the Industrial & 
Commercial Finance Corporation, with a 
capital of £15,000,000 and _ borrowing 
power of twice that amount. This capital 
has been subscribed by the English and 
Scottish banks, with a small subscription 
from the Bank of England. Its object is 
to lend in amounts from £5,000, to £50,000 
to companies which for one resaon or an- 
other cannot get accommodation from the 
banks and where an issue of shares on the 
stock exchange would be too expensive 
relative to the amount involved. 

Under the vigorous chairmanship of 











Lord Piercy, this company has done better 
and in its first year has lent or agreed to 
lend more than £2,500,000. In a public 
statement Lord Piercy said that these 
were well-secured loans at rates ranging 
from 4 to 4% per cent. Commenting on 
his company’s operations, he said: 

“We work on commercial principles. 
This means that we must look to the 
profitability of an enterprise. Competence 
of management and sound business policy 
on the part of the customer are our chief 
security, whether as lender or investor, 
and this is our first consideration. We 
keep our charges low and our terms rea- 
sonable; but we do not exist to provide 
capital at artificially low rates. We do 
not exist to carry lame ducks, but to help 
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the ducks that can swim. Our business 
divides roughly into two parts. A part is 
well-secured loans repayable by install- 
ments which are well within the capacity 
of the borrower and over periods running 
over 20 years or so.... 

“‘Where we take a venturesome risk or 
provide a large proportion of the total 
capital we are apt to stipulate for a share 
in the profits. It is only on this basis that 
we could engage in the business of provid- 
ing risk capital with the expectation of 
remaining permanently in it for the service 
of the public.” 

There is a vast amount of banking re- 
sources awaiting satisfactory employment 
in Britain and as most credit applications 
go in the first instance to the regular banks 
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Practical Assistance 
to Institutions in 
the Solving of Their 


Investment Problems 


Today’s changing markets call for all available 
aid in the solving of the many investment prob- 
lems which constantly confront banks, insurance 
companies and other large institutional inves- 
tors. That we are fitted to render a comprehen- 
sive service has been proved by our many years 
of successful experience in this field. 


Our staff members are familiar with all types of 
securities and are able to provide basic facts, 
when needed, concerning current security mar- 
kets. Moreover, through the facilities of our 
91 strategically located offices—interconnected 
by direct wires—we are able to obtain these 
investment facts promptly. 


Shouid you require such a practical and compre- 
hensive service, we would be happy to discuss 
your problems with you in person on a confi- 


MERRILL LYNCH, PIERCE, FENNER & BEANE 


Underwriters and Distributors of Investment Securities 
Brokers in Securities and Commodities 


Offices in 90 Cities 


AHULUNUUNNNRENQUQQ4QQQ00000000Q0000000UUUUEULUUEDEEEOQOUONGUQOULQOQUCUUOOUUUOLLOUOAEEEENEEACAEOOUCUUUOUUUULLALERRCRUCLROUNR 





NEW YORK 5, N. Y. 
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they get the cream of the business. There 
is also a conservative feeling running 
throughout the British economy that the 
banking business is best left to the bankers. 


a ° ° 


Best Stockholder Report 


The elaborate and profusely illustrated 
annual report to stockholders issued by 
The Franklin Square National Bank of 
Long Island, New York, has been awarded 
first place among the banking entries sub- 
mitted, in the final judging in conjunction 
with a survey conducted by Financial 
World magazine. 

A bronze “Oscar of Industry” signifying 
the selection is to be awarded to Arthur 
T. Roth, executive vice-president of the 
bank, at a banquet on October 4. 

In the survey, the judges examined 3,000 
annual reports covering 80 different types 
of industry, and the Franklin Square 
presentation was considered best in its 
particular field. The keenness of the com- 
petition indicates the trend toward more 
informative and attractive reports to 
stockholders. 


Interpreting the Bank 
to the Public 


An unusual campaign of public relations 
advertising is currently being sponsored by 
the Manufacturers Bank and Trust Com- 
pany, St. Louis. 

The series is comprised of twelve adver- 
tisements, each asking the question: “*“What 
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is a bank?”’ The answers, to the effect that 
“A Bank is a Reservoir,” “A Bank is a 
Neighbor,” “‘A Bank is a Builder,” etc., 
emphasize the. wide range of banking’s 
services and influence. 

The purpose of the series is to interpret 
the bank in terms of a good citizen, and to 
show how the neighborhood bank is linked 
closely with the welfare of the people who 
live and work in its area. 
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Seek State-Wide Drive 
on Public Relations 


Results of public surveys in Connecticut 
and California are furthering agitation for 
nationwide bank advertising campaigns. 

From a survey carried out in New 
Haven, Connecticut, it was found, for 
example, that among people questioned 
about the lending and other activities of 
banks, substantially more respondents 
thought the banks should engage in these 
activities than were aware that the banks 
are now actually doing so. 

Survey highlights. Almost as many 
respondents considered the practice of 
making checking account charges unfair as 
regarded it fair, and more than two-thirds 
considered the interest on savings accounts 
low. 

About three out of ten felt that a person 
has to know the right people to get good 
treatment at a bank. One out of four felt 
that bankers are not as progressive as 
other kinds of business men. A majority 
thought that a bank’s sole concern in 
making loans is security and do not take 
a person’s character into account. Forty- 


two per cent of those who have been served 
in a variety of ways by the banks favored 
a withdrawal of the Government from 
private banking, compared with 28° per 
cent of those who have been served to a 
lesser extent, indicating the desirability 
from a public relations standpoint . of 
reaching the maximum number of people 
with the broadest possible list of services. 

On the administration of small estates, 
more than half of the respondents supposed 
that banks would be interested in handling 
$5,000 or less under a will, and two-thirds 
thought that having a bank act under a 
will is either no more expensive .or is 
cheaper than doing it some other way. 
But only 13 per cent have made a will, and 
only 16 per cent thought they would name 
a bank to handle their estates under a 
will. Almost as many people would now 
go to lawyers for financial advice as would 
go to the banks. 

Only about 7 per cent named the banks 
as having done the most.to build up their 
city, whereas 45 per cent named the 
manufacturers and 15 per cent named the 
telephone company. Only 9 per cent 
named the banks as having done the most 
extra outside of their regular business to 
help the war effort, whereas 37 per cent 
named the manufacturers and 29 per cent 
named the telephone company. 

‘*A job to do.’’ Reporting on the sur- 
vey, Winthrop W. Spencer, chairman of 
the public relations committee of the 
Connecticut Bankers Association and presi- 
dent of The Colonial Trust Co., Water- 
bury, points out: 

“If these opinions reflect feeling in other 
parts of the state, Connecticut banks have 
a real public relations job to do. For pub- 


Part of a campaign exemplifying the strong trend toward public relations advertising among banks 








What is a bank? 
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ne for a moment how things get built— 
necessary things like factories, stores and 
houses — pleasant things like parks and golf 
courses — beautiful things like churches. 


A BANK IS A BUILDER... 


going to be building in America such as we have 
not known before. 

There is going to be building in this city. Slums hing for his neigh’ 
are going to be built again into decent places for 








What is a bank? 


A BANK IS A NEIGHBOR... 


Ar working definition of a neighbor is some- 
body whose way of life makes a difference in neighbor 
your own. A good neighbor is one who does 





bank — set credit, money to build for a central 
ood need, for a better neighborhood. 


Are ‘tons merchants who see in plans for store 











There is always the need for something new, 
something better. There are always men who 
plan progress, a new industry, a new home. But 
to turn plans into solid bricks and mortar takes 
money. Where does the money come from’? 

Few men who have an ides for a factory and 
& product have money enough of their own to 
put down cash on the line for that idea. Few 
families who want to build a house have all the 
money saved up in advance to pay for it at once. 
What do they do? 

They take their plans to a place where they 
can get credit. One of the most important of 
* such places is a bank. 

. . >. 
re 0 aeons 
lie idle, locked up in a vault. It is there to be put 
out to work. It is there in the form of credit ready 
for the men who have the plans for building. 

Every community in America today is begin- 
ning again to build for the future. Industry is 
looking toward more production. Millions of 
families are dreaming of new homes. There is 


families to live in. Industry is going to build new 
plants im this community, build new jobs, new 
opportunities. 

There is going to be building in every neigh- 
berhood. Merchants are going to modernize their 
stores. Families are going to have better houses. 


I all this new construction for a new America, 
anew city, a new neighborhood, the bank is an 
essentia) partner. The responsibility of the bank 
is a double one. 

First, it must make sure of the soundness of the 
building projects it takes part in. It must judge 
the character of the builders. It must advise on 
the wisdom of their plans. Banking advice is in- 
surance against costly mistakes. 

Second, the bank must take a dynamic, posi- 
tive part in al! this business of building. It roust 
actively seek out new and hopeful ways of put- 
ting wealth to work to make more wealth. 

Banking is building. 

It is also a sort of pioneering to discover more 
of the possibilities of America. 


MANUFACTURERS BANK 
.AND TRUST COMPANY 
1731 SOUTH BROADWAY, ST. LOUIS 4, MO. 


FEDERAL RESERVE SYSTEM «* © «# FEDERAL DEPOSIT INSURANCE CORP. 


+ Septtate of thin edverteamant—Meaiver Tiree of © series —wil be Nesidhad by Mamtochrers Bank wpen request. + 














Have you ever stopped to think how close 
@ neighbor is your bank? And how good a 
neighbor? 

For, of course, you have more neighbors than 
just the families who live around you. There are 
the schools, the churches, the police, the fire de- 
partment. the businesses — grocery stores, drug 
stores, shops of many sorts — and all these in- 
stitutions and activities are neighbors too. The 
Neighborhood could not do without them. 


And the bank . ... what sort of neighbor is this 
member of your community” It offers services 
every family needs — a secure place for savings, 
a convenient agency for paying bills by check, a 
vault for storing valuables. These necessary serv- 
ices are recognized at once as the business of a 
bank. “ge 


B". the business of a bank in its neighborhood 

is much more than this. It is nothing Jess than 

— and sharing importantly — in almost 

every project for making that neighborhood a 
better place to live in. 

Is a new, more beautiful church to be built? 

‘The bank has a share in it.'To the bank come 

of the congreg with their 

plans. Trom the bank they get counsel for the 

financial soundness of their project. From the 





additions or modernization a direct way to a more 
prosperous neighborhood? They come to the 
bank, and the bank, with credit, has a share in 
this planning and this progress. 

Is there a manufacturer who, with credit, could 
make more , emp! people? The 
bank has a share in making this increased wealth, 
this new opportunity for employment. 

Is there an individual family that — anew 
house, or a family that seeks help in temporary 
emergency? The probiern is brought to the bank 
for helpful and friendly consideration of the 
financing arma | 


. 
Sins isqidaed tap ttdaamsinsentlc Ws the 
bank’s job is to keep money working in the 
form of credit, to keep it building, to keep it 
en, new and better neighborhoods. 
major part of a benk’s work is then, by 
navies the finding out of ways that neighbor- 
hood money can be used for neighborhood 
purposes of improvement. There is hardly a prob- 
lem — public or private — involving money 
which it is not part of a bank's business to help 


peter re aay dyvecaye trngy 9 men red 
his neighborhood. A bank stays in business by 
helping, planning, building for new wealth, new 
opportunity. 


Have you any better neighbor than your bank? 


MANUFACTURERS BANK 
. AND TRUST COMPANY 
1731 SOUTH BROADWAY, ST. LOUIS 4, MO. 


FEDERAL RESERVE SYSTEM # «@ #® FEDERAL DEPOSIT INSURANCE CORP. 


+ Reprints of this edvertsanent — Member Two of ¢ series — will be furmshed by Manufecturers Bont upon request! - 























THE BURROUGHS CLEARING HOUSE—October, 1946 N 








Portfolio Analysis 


PERSONAL CONSULTATION IS PART OF 
THIS SERVICE AT “MANUFACTURERS” 


"Fie of correspondent ‘They will prepare an analysis of your 
Lanks are now taking advantage of the bond portfolio in relation to your over- 
service offered by our investment analy- all banking position. Particular attention 
sis division. Its corps of specialists is will be given to your liquidity needs, 


trained to have an intimate knowledge _your tax status, and other similar prob- 
of banking investment problems. lems of present-day banking. 


Your inquiries are invited. 
A partial list of our services includes: Collection of checks, notes, drafts 
and other items, both foreign and domestic. Commercial Letters of 
Credit. Foreign Remittances. International Banking Facilities. Credit 
Information. Investment Portfolio Analysis. Purchase and sale of United 
States Government, State and Municipal Bonds. Safekeeping of Securi- 


ties. Complete Corporate and Personal Trust Service. Personal Gift 
Check Service. Participation in loans to local enterprises. 


*From Survey by the Country Bank Operations Commission, American Bankers Association 


Manufacturers Trust Company 


55 Broad Street, New York 15, N. Y. 


Member of Federal Deposit Insurance Corporation 
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lic opinion is usually reflected by legislative Tae | 
action eventually involving the question naTionaL MEWS 
of the survival of our private banking cr} 
system.” ‘DIME-A-TIME’ CHECKING PLAN 





As a result of the New Haven survey, 
the Connecticut Bankers Association has 
sent to all association members a letter 
asking them to support a two-year public 
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VAILABLE TO | "Sed ae ole ear temo een 
ALL BANKS FREE 


Banks have the best deal for Consumer 


relations campaign on a state-wide basis, 
Financing...the local agent the best for 


involving an annual assessment estimated 
Insurance. Fireman’s Fund offers the at $25 per million of deposits for a period 

, , of two years. Such a program would in- 
Hometown Credit-Savings Plan to help clude a co-operative advertising campaign, 


both get the business. It consists of a state-wide publicity utilizing press _re- 


series of advertisements in mat form for leases, speeches, printed material and other 
Bank Mien ORR cat cathe cater. mediums, and liaison work with individual 
ee ee sia is banks in developing local activities which 
Ask one of our tie in with the effort as a whole. 
11,000 Hometown Agents - eR 


or write our nearest ojjice 
ff Trend Toward ‘‘External’’ 


Bank Publications 


There seems to be a small but recogniza- 
ble trend for banks to get into the pub- 
lishing business, through ‘‘newspapers’’ or 
house organs designed for outside distribu- 


Firem Ws Fuvp Group 
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Branches from : 
Coast to Coast The widespread growth of Canada’s pro- 


. duction facilities during recent years has 
in Canada . 












opened up many possibilities for profit-. 
Also: able trading. Plan now to take full 
NEWFOUNDLAND es . 
CUBA advantage of the extensive business oppor- 
JAMAICA tunities available in Canada. 
PUERTO RICO : ; : 
DOMINICAN Intimately associated with the growth 
uanaaee® of the Dominion for over a hundred years, 
49 Wall St. this Bank is equipped to give you com- 


onsen. soe Ec2 Plete banking service. 


GENERAL OFFICE, TORONTO, ONTARIO 


THE BANK OF NOVA SCOTIA 
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Farm monthly of the First National Bank 
of Meadville, Pennsylvania 


Highly favorable results reported for these “‘external’’ publications 


tion. Results, in the form of public re- 
sponse, appear to vary from good to some- 
thing bordering on the phenomenal. 

The most common objection likely to 
be raised against the idea is that the bank 
does not have the time or the necessary 
personnel to handle the editing of a 
worthy publication. 

To this objection, perhaps the best 
answer is to cite a couple of examples. 

Farm monthly. At the First National 
Bank of Meadville, in Crawford County, 
Pennsylvania, Assistant Cashier Charles 
W. York edits the Crawford Farmer, a 
monthly farm paper which seems directly 
responsible for an astounding boost in that 
bank’s farm loan business. The paper’s 
period of publication during the past eight 
months corresponds with an increase in 
farm loans of from $200,000 to $750,000 
during the same interval. 

At a monthly cost of $120, the paper is 
sent to some 3,000 readers in Crawford 
County and selected areas throughout 
northwestern United States. 

Mr. York obtains some of the material 
for publication from the members of active 
farm organizations in the county, and from 
the agricultural professors who form a 
portion of the paper’s mailing list. He 
also finds time to write first-hand articles 
on local farming developments. 

In news format. Just as interesting, 
although of a different content, is the 
Denver National News, printed monthly by 
the co-operative efforts of the staff at The 
Denver National Bank at Denver, Colo- 
rado. 

The story of this paper’s origination is 
the story of “‘problem and solution,” as 
told by Bruce McLeran, publicity director 
of the bank. 

“We found that Denver’s evening paper 
only offered an inflexible and rationed limit 
of space for our advertising messages,” 
Mr. McLeran explains. “Our primary 
problem, therefore, was in securing addi- 
tional, profitable advertising media—or 
contact—with Mr. and Mrs. John Q. 
Public. 

“An analysis and study of the situation 
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resolved into the determination that a 
house organ would have a great many 
advantages. It would contain only our 
copy, with no distraction for the reader 
from our message. Rather than a ‘one 
day’ or ‘one shot’ approach, it could be 
distributed gradually, a few thousand 
copies a day. As we found, this was im- 
portant because it eliminated the flurry 
and sag in business which, until this time, 
has followed the printing of display adver- 
tisements in the newspaper. Furthermore, 
the regular release of a certain number of 
copies daily makes the time of employees 
more predictable for the handling of 
addressing, pasting and mailing of the 
house ogran. 

““We have followed the lead of ‘picture’ 
magazines in our publication. We found 
that this insures more reader interest than 
any other form. The pictures and long or 


short captions which describe them are 


as informal and newsy as possible, enfold- 
ing a certain amount of advertising in the 
body of each story. 

“The paper has brought unanimous 
approval from the public as a whole, our 
customers and our staff,’ Mr. McLeran 
asserts. “I believe we have found the best 
answer to our advertising problem and 
have succeeded in characterizing our bank 
as a human and friendly institution.” 


Sf « * 


Increasing the Value of 
a Checking Account 
“Making the Most of Your Checking 


Account” is the subject of the August issue 
of a monthly Journal which The Union & 


Union &? New Haven 
TRUST COMPANY 








Making the Most of Your 
Checking Account 





New Haven, Connecticut: August 1946 











Covers the “fine points”’ 


New Haven Trust Company of New 
Haven, Connecticut, distributes to its 
customers. 


As is customary, the booklet points out 
in general terms the value of a checking 


account as a policeman, a messenger, a 
bookkeeper and secretary, a witness, a 
sponsor to vouch for a person financially, 
etc. 

This is only introductory, however. The 
bulk of the copy is devoted to an explana- 
tion of the “fine points”’ of utilizing a check- 
ing account to make it even more versatile 
and useful. 

For example, there is the suggestion to 
the busy individual that he use a rubber 
stamp endorsement on checks to be de- 
posited. 

There is an explanation of how a checking 
account can be utilized to compile most of 
the data for income tax returns, saving 
both time and money. 

It is suggested that depositors note the 
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number of the check on bills, instead of 
marking them “‘paid,” to facilitate future 
reference. Instances where it would be 
advantageous to have a check certified are 
cited. How to use the bank’s collection 
service to supplement the checking account 
facilities is explained. Other services to 
which a checking account provides an 
entree, such as witnessing of signatures, 
letters of introduction, automatic deduc- 
tions for payments due, etc., are also 
covered. 

The net effect of such a booklet should 
be to encourage more extensive use of a 
checking account, and to “‘sell’’ the deposi- 
tor more firmly on its many benefits. 

Incidentally, three other interesting 
examples of bank promotion of checking 








FOREIGN BANKING SERVICE 


Through long experience and complete facilities, this bank is 
equipped to handle efficiently every type of financial business 


connected with foreign commerce, industry and travel. We shall 
be pleased to discuss problems of exchange and other foreign 
banking matters with our bank correspondents. 


Foreign Banking Department Services include: 


Foreign Remittance Service 

Commercial Letters of Credit and Acceptances ’ 
Travelers’ Letters of Credit and Travelers’ Checks 

Foreign Monies Bought and Sold 


Foreign Collections—Our arrangements with our for- 
eign correspondents enable us to offer unusual service 
in the discount and collection of sight, time, clean and 
documentary bills. Exchange of domestic ladings for 
ocean documents is arranged with the utmost dispatch, 


Credit information is furnished on foreign firms and corporations. 


FOREIGN BANKING DEPARTMENT 


The First National Bank 
of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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This 
is our 
territory 





Serving an area larger than the 
U.S.A., the Bank of New South 
Wales offers unrivalled corre- 
spondent service through a net- 
work of over 650 branches and 
agencies in AUSTRALIA, NEW 
ZEALAND, FiJI, PAPUA and 
NEW GUINEA. 


Enquiries about trade, investment 
or travel opportunities in any of 
these countries are invited. 


Consult and use 


BANK OF 
NEW. SOUTH WALES 


Address enquiries to:— 
British & Foreign Department 
Sydney, Australia 
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service are cited in The Booklet Counter, 
page 51. They also contain usable ideas 
for other banks. 


Sd o od 


Few G. I. Home Loans 
Under Insured Plan 


So far relatively few lending agencies 
have made use of the so-called “insured 
plan”’ in making G. I. home loans as com- 
pared with utilization of the guarantee 
plan, judging by a report made by the 
United States Savings and Loan League. 

The League states that the insured plan 
is still in the study stage insofar as the 
savings and loan associations and co- 
operative banks are concerned. Thus, to 
date, less than a dozen of the institutions 
account for the entire 240 loans made on 
this plan as against 70,895 made on the 
guarantee plan. 

An article in the August issue of “Sav- 
ings And Loans News,” the official publica- 
tion of the United States Savings and Loan 
League, carries a careful analysis of the 
insured plan by the savings and loan man- 
ager who has made most of the loans under 
the plan, Julian Fleischmann, of New York 
City. 

“The veteran’s available G. I. credit is 
charged only 15 per cent of the amount 
of the mortgage, thereby permitting him to 
make use of the balance for future business 
or realty loans,” comments Mr. Fleisch- 
mann. 

From the lender’s point of view, the 
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insurance plan is more desirable, he says, 
on loans in excess of $8,000. 

To date, it should be noted, the average 
veterans’ loan made by the savings and 
loan associations and co-operative banks 
has been $5,246. 


Sd Sd Sd 


Picture of a Country 
Without Bank Service 


What happens when a modern, highly 
industrialized community suddenly finds 
itself deprived of banking services? North- 
ern Ireland has provided the example and 
the answer: it is paralysis and chaos. 

On July 12th all but a reputed three out 
of 1,500 bank employees in that country 
went on strike and remained out for six 
weeks. The cause was a salary dispute too 
involved. for discussion here. But in less 
than 48 hours the entire business com- 
munity of Northern Ireland realized that 
it had been thrown back at least a century 
so far as commercial life was concerned. 
Rarely was the part played by banking in 
the life of the community brought home 
to so many people. 

The central offices of the banks in Bel- 
fast were able to open because the direc- 
tors and a few high officials were on hand, 
but the country branches remained closed 
everywhere. No clearings could be held 
between the banks, the accounting ma- 
chinery remained idle so that the state of 
accounts could not be ascertained, and in 
fact no business of any sort was transacted 
except the paying out of cash for payrolls 
to customers of unquestioned credit stand- 
ing. 

Expedients used. Wage payments were 
the principal problem and various expedi- 
ents were used. Big companies had their 
payrolls made up in England and rushed 
across to Belfast. The government of 
Northern Ireland undertook to help small 
employers outside of Belfast and did so 
fairly effectively. The gas companies, 
electric light companies and the post office 
all contributed help because they were the 
principal primary receivers of currency and 
small change. 

In the main, however, the whole economy 
reverted to a basis of personal credit. 
Storekeepers took checks from their cus- 
tomers although they were unable to 
deposit them and had to trust to their 
being good. This worked reasonably well 
because Northern Ireland is a fairly small 
place and credit ratings were pretty gener- 
ally known. It was realized, however, - 
that by the time the strike was settled the 
temporary expedients had been stretched 
just about to their limit and in a larger 
country would already have broken down. 

Accounts help. The situation was saved 
mainly because so large a proportion of the 
working classes are paid in cash, while the 
business and upper classes had established 
credit which was equal to a six weeks’ 
strain. Even with the banks closed, the 
fact that an individual was able to show 
that he or she had a bank account was a 
great help and is expected to lead to the 
opening of many new accounts by those in 
a position to do so. 

The fact that banking services had be- 
come non-existent led, of course, to a 
large increase in the currency in circula- 
tion, and this in turn was reflected in a big 














THE BURROUGHS CLEARING HOUSE—October, 1946 


expansion of the Bank of England’s note 
circulation. All in all, the experience was 
a costly one for Northern Ireland and could 
not have endured much longer. 

Now that the strike is settled the clear- 
ing up process has been a strenuous one. 
Bank employees have worked very long 
hours and throughout week-ends, and the 
situation is returning to normal. But 
throughout the country the most fervently 
expressed wish is “never again!” 


¢ « S 


Outdoor Advertising 
for Smaller Banks 


Banks and other financial institutions in 
small communities where outdoor adver- 
tising service is not readily available may 
be interested in the low-cost, smaller-size 
panels available through AD-VER-TIS- 
ER, Inc., which has headquarters in Fort 
Wayne, Indiana, but which operates as a 
co-operative association with more than 
100 franchised member organizations cover- 
ing broad areas in forty states. 

Accompanying illustrations show ex- 
amples of 4’ by 10’ posters being utilized 
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Small-size posters available nationally 


by banks. It is pointed out that the small 
size permits location in positions where 
larger billboards could not be placed, and 
makes possible eye-level advertising that 
is said to be easier to see and to read. 

Production and delivery time for posters 
has now been cut to 15 days, and it is 
possible for an account to buy in any 
quantity, from one to several thousand. 
Copy changes can be made as frequently 
as every thirty days. Standard copy is 
available, or an individual message will be 
developed if desired. 

Color work is applied by a special silk 
screen process, and both it and the paper 
sheets used are said to be imper ‘vious to 
the elements, 

Further information on this nationwide 
outdoor advertising service can be ob- 
tained through Armond Gemmer and 
Associates, 1235 Lincoln Tower, Fort 
Wayne 2, Indiana. 
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“What have those fiends in 
human form done with ’em 2?” 


When the building lunchroom closed, the cucaracha 
began to grow hungry...“Plenty of good gooey glue 

on the postage stamps in the offices upstairs. 

Up and at ’em men,” said the old chief. 










The hungry cucaracha found the 
desk drawers stamp-less. 


The familiar stamp boxes were 
strangely empty. 


-Horrors! 





The mailing tables didn’t show a 


Not a single secretary’s private 
snack of stamp anywhere... 


stock of stamps was found...Then 


“The jig is up, fellows—” 


came the despairing cry... 


The cucarachas, and other office pests who borrow stamps, are 
out of luck in any office with a Postage Meter! 
no running short of threes, airmails, specials... The Meter supplies 
postage as needed, for any kind of mail... prints the stamp with 
postmark directly on the envelope, seals the flap at the same time... 
stamps a whole day’s mail in a jiffy! ... Simultaneously prints your 
own advertisement on the envelope if you like. 
accounting! .. 


... No adhesive stamps, 


..and does its own 
. Easy to operate, time saving, awfully convenient, 

in any size office. Thousands in use every- 
where...Call the nearest Pitney-Bowes 
office, or write for illustrated booklet. 





Prrney-Bowss, INnc., 3106 Pacific 8 Stamford, Conn. 
Originators of Metered ‘Mail. Largest makers of postage meters 
Offices in 59 principal cities of the United States and Canada 


me 
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P.... assistance ON your invest- 


ment portfolio; 


a attention to all those day-in- 
and-day-out services you expect from 


your New York correspondent; 


aie cooperation when the un- 


usual problem arises. 





CENTRAL HANOVER 
BANK AND TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 
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Secretary of the Treasury John W. Snyder lauded banker co-operation, touched on debt and interest rates 


BANKING PAUSES TO “TAKE STOCK” 





A. B. A. ConvENTION 


It’s just like old times as Chicago banks again play hosts at a 
Here are some noteworthy thoughts advanced 


full-scale meeting. 


President’s Address 


FRANK C. RATHJE, 
Retiring President, American Bankers 
Association, and President, Chicago City 
Bank and Trust Company, Chicago, Illinois 
During the year, I had the oppor- 
tunity to meet with many bankers. 
Traveling throughout the nation, I 
found that the problem of greatest con- 
cern to bankers was that of the future 
of the price level. Examples of differ- 
ent types of price rises in the countries 
throughout the world during the period 
between the close of the First World 
War, and the beginning of World War 
II, are numerous. Of course, we are 
in no danger of the German monetary 
experience which culminated in the 
extreme currency inflation of 1924. 


By 
THE EDITORS 


The American dollar is the strongest 
man-made force in the world today, 
and will continue to beso. This isnot to 
say, however, that its purchasing power 
may not fluctuate from time to time. 

The problem can best be expressed 
in two questions: First: Are the in- 
creases in the price levels that have 
taken place due to temporary scarcities 
in supply and a temporarily increased 
world-wide demand? or Second: Are 
the price rises due to fundamental 
changes in our monetary affairs since 
1933? 


DETROIT PUBLIC LIBRARY 


o 


Either the economists whv predict a 
“boom and a bust” are right, or we 
have moved our price level to .a 
permanently higher plateau. It is 
possible, also, that the changes in the 
price level which we are currently ex- 
periencing represent a combination of 
both factors, and that both are exerting 
their force. 


o 


Inaugural Address 
C. W. BAILEY, 

President, American Bankers Association, 

and President, First National Bank, 

Clarksville, Tennessee. 

During the year it is our plan, if 
hotel and other facilities are available, 
to have a group of area bank manage- 
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FRANK C. RATHJE 


The registration of over 4,600 delegates, and the way they packed the sessions to hear these and other speaker evident 


ment conferences. To these we will 
bring members of the official staff, and 
we hope that you will attend and will 
confer with them and give them an 
opportunity to contribute something, 
out of their broad experience, that will 
aid you in operating the best banks of 
which you are capable. These will be 
working conferences and they will be 
brief. 

Because I have for nearly forty- 
three years been a country banker, I 
have a very natural ambition that the 
country banks throughout this nation 
shall measure up in every way in meet- 
ing the banking needs of the trade 
areas which they serve. It has been 
most gratifying to observe the very 
marked progress in management which 
has been made by many of these 
country banks, and I shall look to all 
of them throughout this year for re- 
doubled effort and evidences of ac- 
complishment. A well balanced rural 
banking structure is essential to a 
sound national economy. 

In the attainment~of this ideal in 
rural banking, those who serve as 
correspondent banks can be most help- 
ful. Their experience is very broad. 
Much that they have garnered from 
that experience will aid the rural 
banker in making plans and developing 
a policy of successful management. So 
I appeal for a closer correspondent 
bank relationship —one that is built 
and maintained on a spirit of mutual 
confidence that will endure. 


° 


Treasury Policy 
JOHN W. SNYDER, 
Secretary of the Treasury. 

During the past two months, in 
particular, I have met with the Com- 
mittee on Government Borrowing and 
the Savings Bond Committee of your 
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Association, and with groups repre- 
senting the savings banks, the insur- 
ance companies, and other types of 
financial institutions. 

It is my view that, for the present, no 
anti-inflationary purpose would be 
served by increasing interest rates. 
This is because it would interfere with 
the stability of the government bond 
market and would introduce uncer- 
tainties, which themselves might con- 
tribute to inflation. The immediate 
effect of higher interest rates might 
very well be to increase, rather than to 
decrease, the volume of currency and 
deposits. This is because the typical 
investor’s reaction to the higher rates 
might be “‘wait and see,” rather than 
“run and invest.” 

The stability of the bond market 
since the end of the war has eased the 
financial problems of reconversion, 
both for the government and for busi- 
ness firms. The stability of the gov- 
ernment bond market results in a de- 
gree of business confidence which is of 
tremendous value in achieving and 
maintaining full production. It con- 
tributes to the confidence of the public 
in the credit of the United States and 
in the enduring stability of the cur- 
rency. We must not impair this con- 
fidence. 

+ 
Democratic Capitalism 


PAUL HOFFMAN, 
President, Studebaker Corporation, and 


Chairman, Committee for Economic 
Development. 
The strength of our democratic 


capitalism lies in its natural lusty 
vitality; its weakness is its inherent 
tendency toward fluctuations. There- 
fore, it is up to us to adopt measures 
which will protect and enhance its 
dynamism and minimize its instability. 

I propose that to encourage dyna- 
mism: 





PAUL HOFFMAN 


1. We need a complete recast of our 
tax system ...so that it does not bear 
too heavily on the creative inventive 
forces that have been traditional in 
American capitalism. 

2. Government must plan for com- 
petition. The government must pursue 
with great vigor a policy which will 
eliminate monopolistic practices on the 
part of either business or labor, extend 
the area of competition, and promote 
stability in ways that will supplement 
competition. 

3. Government must promote new 
and small business. Commercial bank- 
ing, faced with the dual responsibility 
of providing an adequate flow of com- 
mercial credit and, at the same time, 
safeguarding the funds of its depositors, 
is necessarily limited in the amount of 
equily capital it can furnish, but where 
such limitation results in an inade- 
quate amount of desirable credit per- 
haps the Federal Reserve System can 
co-operate with investment bankers in 
working out new and more effective 
arrangements. 

4. Our government should promote 
international private trading. In this 
field our government has already taken 
the lead in breaking down artificial 
trade barriers and restoring opportun- 
ity to the private trader. 

Now, how can our Federal Govern- 
ment contribute stability to our 
economy? 

1. Our tax system must be revised 
to help counteract both inflation and 
deflation. Our tax rates should be sel 
to balance the budget in a period of 
normal prosperity and then let alone. 
In a year of high prosperity a sub- 
stantial surplus of receipts over ex- 
penditures should be produced. In a 


year of low business activity, there 
would be a deficit. 
2. Federal and local governments 
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can help stabilize the economy through 
better timing of public works. 

3. Our government should expand 
and consolidate unemployment com- 
pensation coverage. So far, we have 
scarcely begun the use of insurance as a 
social tool. It can help maintain pur- 
chasing power, and it gives people the 
confidence of guaranteed personal se- 
curity. 

4. Government may also have an 
opportunity, through a proper study of 
the credit structure, to develop auto- 
matic controls which will tend to 
counteract booms and depressions. Up 
to now, our credit system has tended 
to heighten booms and deepen: depres- 
sions. Obviously, it is you bankers who 
have the knowledge necessary to make 
practical suggestions for improvements. 
I realize that substantial credit pools 
have already been organized by private 
bankers and that other steps have been 
taken. I am opposed to the govern- 
ment extending its activities into the 
private banking field, but I raise the 
question as to whether there are not 
co-operative steps which can be taken 
by the Federal Government. 


o 


Nationalization vs. 
Private Enterprise 
FRED I. KENT, 

Director, Bankers Trust Company, New 

York, N. Y. 

Under private enterprise, men can 
proceed in the development of busi- 
ness, banking, and industry through 
the exercise of the full force of the 
ability that lies within their individu- 
ality except that they must recognize 
the rights of all. The power to require 
such recognition lies with government 
and can be provided through wise and 
just laws. The combination, there- 


ROBERT M. HANES 


kenga evidenced the keen interest there is in A. B. A. ranks in the many banking and. economic questions of the day 


fore, of private enterprise and govern- 
ment regulation is necessary to the pro- 
tection of the people. 

Nationalization of business. and in- 
dustry affords the people no such pro- 
tection. Neither does it make available 
to them the individual forces that arise 
from the intelligence of the multitude 
of persons who constitute the nation. 
Under nationalization, men in govern- 
ment itself determine how they shall 
run the industries. There is no check 
upon those in government of the same 
nature that government can exercise 
upon private industry for the protec- 
tion of the people. In both cases, men 
play the parts allotted them. Under 
private industry, their judgments must 
be good on a high average or they will 
be superseded. Stockholders must re- 
ceive profits as they constitute an in- 
come upon which they live or expand 
their business. 
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Small Business Loans 


ROBERT M. HANES, 


Chairman, Small Business Credit Com- 
mission, and President, Wachovia Bank 
and Trust 


Company, 
N.C 


Winston-Salem, 

Since its organization the members 
of the commission have worked dili- 
gently, carrying out the mandates of 
the A. B. A. Representatives of the 
commission have visited every section 
of the country twice in the past thirty 
months. State bankers associations 
and the Association of Reserve City 
Bankers have co-operated in every 
way. 

The 75 per cent automatic blanket 
guarantee agreement of the RFC, 
which is being widely and insistently 
offered to banks, will do greater harm 
to banking, the economy, and the tax- 
payer than anything ever before at- 
tempted. People think of this agree- 









W. KANDOLPH BURGESS 


ment as a respectable financial instru- 
ment because of the RFC’s past record 
and sound judgment. 

We have not previously stated our 
position on this matter because we had 
hoped that by the process of negotia- 
tion we should be able to persuade the 
RFC that its pregram is superfluous 
and downright evil. 

If the RFC should be successful in 
attaining its goal of signing 10,000 
banks up to its automatic guarantee 
agreement, how long do you suppose 
the American people will sanction the 
continuing of chartered banking? The 
only reason you and I have for existing 
as bankers is that we accept risks, 
appraise them intelligently, charge ac- 
cordingly, and set up proper reserves 
against them thus insuring our loans 
as we make them. When we get away 
from these principles we have no right 
to call ourselves bankers. 


¢ 


Greetings from Canada 
L. W. BROCKINGTON, 

K.C., LL.D., Gowling, MacTavish, Watt, 

Osborne & Henderson, Ottawa, Canada. 

My first pleasant and formal duty is 
lo bring fraternal*;greetings to this 
great meeting from the Canadian Ad- 
ministrator of Finance and from Mr. 
Graham Towers, Governor of the Bank 
of Canada, and to express to,.you on 
their behalf, their admiration for their 
neighbors and their best wishes for 
your success in ‘the service .of your 
country. I also have been asked to 
read to you a letter from the President 
of the Canadian Bankers Association, 
by B. C. Gardner, General Manager of 
the Bank of Montreal, _* 

Today, we see, I think, a renfarkable 
phenomenon. For the first time in 
history, leadership is offered. It is 
offered to this country by millions of 
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the hopeful and humble men and 
women of the world. It is offered, I 
think, not because of the power that 
you hold in terms of strength, of 
armament and wealth of resource and 
all, but the blind and deaf—I should 
say, the blinded and the deafened — 
they know that you will never use a 
giant’s power for enslavement or 
conquest. 

I think it is offered to you because 
millions of men believe that in the pat- 
tern fashioned of all races on this con- 
tinent, humble men see the final hope 
of man’s brotherhood. 

+ 


Looking Abroad 
W. RANDOLPH BURGESS, 


Vice-chairman, The National City Bank 
of New York, New York, N. Y. 


With the coming of peace, bankers 
as individuals and in our Association 
focused their attention first on plans 
for national reconversion and the care 
of veterans, and second on the means 
for international economic co-opera- 
tion. 

The Bank for Reconstruction and 
Development, which we supported, is 
now getting organized under the able 
leadership of Eugene Meyer, and will 
be in operation in a few months. Let 
me remind you that the bank is not a 
relief organization. Its statutes pro- 
vide that it is to make loans only after 
a competent committee has submitted 
a written report recommending the 
project after careful study of its merits, 
and with due regard to the prospects 
that the borrower will be in a position 
to meet his obligations. The bank is to 
“act prudently.” The United States 
has veto power over any loan to be 
financed in this market. The bank can 
make loans, moreover, only after it is 
assured that borrowing cannot be done 
through commercial channels under 
reasonable conditions. Thus, the bank 
is organized to deal with border line 
cases which are expected to be good 
loans but which involve a little too 
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much risk for private lending. The 
obligations of the bank are guaranteed 
up to a little over $3 billion by 
the United States Government, and 
beyond that by other governments. 
Discussions are now beginning as to 
the marketing of these obligations and 
changes in laws and regulations neces- 
sary to qualify them for purchase by 
institutions or trust funds. That is a 
problem in which we bankers can be 
helpful by familiarizing ourselves with 
the facts. 

The International Monetary Fund, 
as we pointed out in our testimony be- 
fore the Congress, will tread on newer 
and less proven ground. 

One of the proposals of the Associa- 
tion. adopted by the Congress was for 
a full periodical review of the opera- 
tions of both Bank and Fund. Our 
responsibility as bankers is, I believe, 
first, now that we have these organiza- 
tions, to give our aid to make them 
effective, and second, to study their 


Commemorating the fiftieth anniversary of the A. B. A. Trust Division 


One of the founders, ISAAC H. ORR, does some reminiscing 








R. A. PETERSON 


Speakers’ topics covered a broad range of 


operations and be ready to recommend 
from time to time such changes as may 
be desirable. 


* 


Savings Opportunity 
E. E. BROWN, 

Chairman of the Board, First National 

Bank, Chicago, Ill. 

If you are to make your savings de- 
posits as profitable as possible, analyze 
your figures and invest your savings 
deposits in the longer term investments 
which are available for this type of 
deposit. Give the savings deposits the 
benefit of the greater rate of return on 
these investments. Then analyze your 
costs of operating the savings depart- 
ment. These costs are much less than 
in your commercial department. If 
you are not making any money, you 
had better study your operations. 

You will get the results you want if 
you make your savings department 
men feel you are behind them; if you 
don’t put your inefficient men in sav- 
ings; if you pay them as well or better 
than the other people in your bank, 
and give them equal opportunities for 
advancement; if you carry your mes- 
sage to the public by advertising either 
in newspapers or billboards or some 
other medium. You can have gains 
five or ten times as great per year as 
were possible up to 1941. 


SJ 


Installment Lending 


R. A. PETERSON, 
Vice-president, Bank of America, San 


Francisco, California 

We bankers have distinct advan- 
tages. The average man wants to do 
business with his local bank. Over 90 
per cent of them said so in a recent 
survey. That is even more true in the 
smaller community where you don’t 
have as many marble pillars to melt 
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away. John Citizen wants to make 
your bank, his bank. He knows that 
you know more about him than anyone 
else and can economically give him the 
most prompt and intelligent answers to 
his requirements. By the way, in our 
own institution the highest proportion 
of installment loan activity has been 
in some of our smaller country 
branches—and I dare say the most 
profitable. 


° 


Installment Loans to Business 
CARL M. FLORA, 
Vice-president, First Wisconsin National 

Bank, Milwaukee, Wisconsin. 

From surveys which have been made 
it is apparent that a substantial credit 
need exists for installment loans to 
small business. 

The fundamental thought that must 
be kept in mind on this type of credit is 
that we are, in many instances, provid- 
ing working capital to the business to 
be repaid out of profits. On such loans 
we are entitled to the pledge of every 
asset that can be consistently pledged 
to insure the borrower’s good faith and 
to protect our loan. 

We must actually know a great 
deal more from personal contacts and 
investigations about the borrower and 
his business than we often do on com- 
mercial loans of a much larger amount. 
The reason for this is that we are not 
depending on the assets listed on the 
balance sheet but on the integrity of 
the borrower and his ability to produce 
sufficient income out of his business to 
repay our loan. 

The Committee on Consumer Credit 
and the Small Business Credit Com- 
mission have been conducting a study 
of term, or installment credit, to small 
business for the past two years. A 
booklet on installment loans to small 
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interest, from the economics of nationalization to the mechanics of making installment loans 


business has been in preparation and is 
now at the printers. In this booklet an 
attempt is made to familiarize banks 
with some of the qualifications for term 
lending to small business, emphasizing 
the use of the philosophies and tech- 
niques of installment credit. 
+ 


.Farm Machinery Loans 


WILLIAM L. CLARK, 


Vice-president; J. I. Case Company, 
Racine, Wisconsin. 


I recommend that the banker who is 
sincere in his desire to acquire the role 
of the “Community Financer” might 
well start by contacting all farm ma- 
chinery dealers in his area, arranging 
wholesale and retail financing with 
these dealers. Of course, I realize as 
well as anyone that machinery is not 
now available in any _ substantial 
quantity. I realize also that many 
dealers have funds of their own with 
which to pay for such items of new ma- 
chinery as they receive. The same is 
no doubt true of many farmers. 

Therefore, the opportunities for 
financing by the bank are not numer- 
ous, yet, do not postpone action or 
preparation because of this situation. 
If you have started such a department, 
do not be dismayed because at present 
there is a lack of borrowers. Now is 
none too soon for you to prepare your 
forms, contact your prospective cus- 
tomers (the farm machinery dealers), 
and work out procedures so that when 
and as farm machinery is available in 
quantity and credit may be required 
in increasing quantities, you will be set 
to function. 

* 


A More Abundant Earth 
LOUIS BROMFIELD 


Subsidies, tariffs. parities, price ceil- 
ings, bribes to agriculture —all of these 





EDWARD E. BROWN 


are makeshifts which deal with effects 
rather than causes. They solve nothing 
but only continue to undermine our 
prosperity and living standards. Be- 
cause of the gravity of agricultural 
conditions at the present time, some 
of these measures must be continued 
‘in one form or another. Some of them 
must be continued so that the farmer 
can be helped to help himself: But in 
the long run they are no more effective 
than a plaster placed on the outside of 
the stomach to cure a stomach ulcer. 
The real answer is the stopping of 
floods and soil erosion, either by wind 
or by water, better and more produc- 
tive grazing lands—and a better and 
more productive agriculture —in short, 
abundance with low production costs 
and the guaranteed security which 
come of high production per acre. 
What we need as a nation is dollars 
that buy more and more for every- 
body —farmer, industrial worker, busi- 
ness man. We shall only get that 
through abundance in all our produc- 
tion —agricultural and industrial. 
a 


Future of Agriculture 


DR. EARL L. BUTZ, 


Head, Department of Agricultural Eco- 
nomics, Purdue University, Lafayette, 
Indiana. 


The net income of farmers in 1946 
will probably be thé highest on record, 
in spite of a rise in operating costs. It 
is likely that the 1947 net income will 
be lower than in 1946, because prices 
of non-agricultural commodities may 
be expected to rise relative to agricul- 
tural product prices during the year 
ahead and because it is problematical 
if we can again have a year of such 
favorable production as 1946. 

The level of farm real estate values 
in the United States will probably con- 
tinue to work upward through the re- 
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mainder of 1946 and well into 1947. 
Values may reach their peak in mid 
1947 or late 1947. Itis likely that real 
estate values will recede from the peak 
much more slowly than they did in 
1920, principally because of the low 
level of mortgage indebtedness at the 
present time and the prospect of much 
fewer distressed farm sales than fol- 
lowing 1920. Moreover a somewhat 
higher price level during the decade 
ahead and a lower rate of interest than 
after 1920 will work together to main- 
tain higher real estate values than pre- 
vailed in the decade before the recent 
war. 
¢ 


The Year of Decision 


BISHOP BRUCE R. BAXTER, 
The Methodist Church, Portland, Oregon. 


Our nation has faced three great 
crises in her history. One was in the 
day of Washington to determine 
whether we could be free and inde- 
pendent. One was in the day of 
Lincoln to determine whether we could 
maintain that nation. One is this de- 
cisive year, to determine whether we 
can give moral and spiritual leadership 
to the world. 

* 


Money for Hire 
H. R. FARRELL, 

Advertising Manager, Warren Tribune 

Chronicle, Warren, Ohio. 

Long ago, even before my time in 
Warren, the local bankers were work- 
ing on the theory that a bank is a 
place where they have one commodity 
to sell, namely, money. They did not 
act as if they were a banker’s bank, ora 
manufacturer’s bank, they got right 
down to bedrock and started to do 
business on a friendly basis, with that 
great class of people known in this 
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country as the white collar or middle 
class, a group of human beings —and 
gentlemen, to my way of thinking, they 
have done a swell job. 

In view of this, you never could con- 
vince me that a Gallup Poll in Warren, 
Ohio, would find 31 per cent of the 
people saying that the government 
should operate the banks! 


” 


Country Bank Operations 


APANEL. Claude F. Pack, president, Home 
State Bank, Kansas City, Kansas; R. A. 
Bezoier, vice-president, First National 
Bank, Rochester, Minnesota; K. J. 

McDonald, ident, lowa Trust and Sav- 

ings Bank, Estherville, lowa; and Dr. Will 

Irwin, substituting for William Powers, 

deputy manager, A. B. A. 

DR. IRWIN: There are three cur- 
rent problems of outstanding impor- 
tance in the operation of smaller banks. 
These are operating costs, service 
charges, and government bond invest- 
ments. 

MR. McDONALD: One of the 
most important services in our A. B. A. 
program has been the cost analysis, 
which has provided more than 8,000 
banks with confidential and complete 
information of the cost of their indi- 
vidual operations. Even though a 
banker might know what his own oper- 
ating costs are, the analysis has a much 
greater value because the banker has 
been provided with a set of compara- 
tive schedules showing the operating 
costs and other information for other 
banks of similar size and location. Also 
each bank has been rated for efficiency 
so that the general operations of the 
bank can be improved. 

MR. BEZOIER: The Country Bank 
Operations Commission has published 
a Service Charge Manual after a na- 
tional survey disclosed the need for a 
uniform method of computing service 
charges. The method adopted by the 
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These retiring presidents of divisions reviewed the year’s activities and accomplishments, cite fu‘ure 


Commission emphasizes the impor- 
tance of each banker’s having a thor- 
ough knowledge of his own costs and 
earnings. 

MR. PACK: Even though all banks 
today are in a highly liquid condition, 
the fact remains that there is a very 
great possibility that within a com- 
paratively short time many banks may 
need to liquidate a portion of their in- 
vestments because of regional transfers 
of bank deposits. 

We believe that the solution of this 
problem depends upon a self analysis 
of their own position by the executives 
of each bank. To aid the bankers in 
making this analysis, the Commission 
has prepared for almost 5,000 banks 
participating in a government bond 
investment study, an individual re- 
port, making it possible for them to 
compare their government bond in- 
vestment policy with that of other 
banks locally, nationally, and in four 
size groups. 

o 


Loan Policy 
NORFLEET TURNER, 

President, First National Bank, Memphis, 

Tennessee. 

Bank losses today, despite a more 
liberal lending policy, are very low. 
But we must not forget that during the 
last decade we have had an economy of 
rising prices with very few business 
failures. When the present buggy ride 
is over—when the economic cycle 
swings downward, as it inevitably must 
—many firms will face a complete and 
costly reorganization, or, more likely, 
fade out of the picture entirely. 

How, then, are we to prepare for the 
new economy? It seems to me that the 
first thing is to insist that our loan 
officers take a realistic view of the 
situation and adopt a loan policy based 
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ited fuiure objectives for their groups 


upon the ability of the borrower to 
meet changing conditions without be- 
ing overinfluenced by past perform- 
ances in readily meeting his obligation. 


> 


State Banks 
H. N. THOMSON, 
Vice-president, Farmers and Merchants 


Bank, Presho, South Dakota. 

We are lending our support to the 
bank supervisory statute, the banking 
board statute, and bank chartering 
statute sponsored by the State Legis- 
lative Committee of the American 
Bankers Association. The enactment 
of these statutes will be another step in 
the direction of improving state bank 
supervision in the various states con- 
cerned. 

The individual members of the divi- 
sion can be of tremendous help in con- 
nection with this subject by familiar- 
izing themselves with the program and 
championing the adoption of those 
phases of the program which will con- 
tribute to better state banking in their 
respective states. They can carry on 


at the local level, a field in which their 
work can accomplish more than our 
national organization or their state 
associations. 

Sf 


Swing From Savings 


MYRON F. CONVERSE, 
President, Worcester Five Cents Savings 


Bank, Worcester, Massachusetts. 

During the war the American people 
saved a larger portion of their income 
than ever before. However, a report 
recently released by the Securities and 
Exchange Commission reveals a sharp 
drop in the total amount of liquid sav- 
ings of individuals during the first 
quarter of 1946. According to the Com- 
mission, savings in liquid form accumu- 
lated the first quarter of 1946 by 
individuals amounted to approximately 
$2.9 billion. This amount is about 
$5.8 billion less than the amount saved 
during the previous quarter. 

The swing from savings to spending 
evident in the first quarter of 1946 
should spur us into action to do every- 
thing within our power to keep 
America savings conscious. This is the 
responsibility of the banker, especially 
the savings banker. 


‘¢ 


Trust Activities 
JAMES W. ALLISON, 

Vice-president, Equitable Trust Company, 

Wilmington, Delaware. 

Our Committee on Operations for 
Trust Departments is at work on the 
development of a number of operating 
forms and outlines of standard pro- 
cedures for smaller trust departments, 
the need for which had been indicated 
by trust examiners. 

Preparation of a trust customer rela- 
tions manval is one of the projects that 
was interrupted by the war. Our 
Committee on Trust Information now 
hopes to have the manual completed 
in time for publication late this year. 

Let me mention three other impor- 
tant activities that should, in my 
opinion, have our continuing attention. 

The first is to develop a closer, two- 
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way relationship and close working 
machinery with the supervisory 
authorities. 

The second is to provide practical 
help to small trust departments. Dur- 
ing the past year Gilbert Stephenson 
has made a notable contribution in this 
direction by holding conferences with 
representatives of smaller trust de- 
partments in numerous localities in 
fifteen states. 

The third is to encourage expansion 
of the work of the local trust associa- 
tions and establishment of new ones. 


S 


50th Anniversary, 
Trust Division 
ISAAC H. ORR, 


Honorary Chairman of the Board, St. 
Louis Union Trust Company, St. Louis, 
Missouri. 


The organization meeting of the 
Trust Division of the American Bank- 
ers Association took place at the 
Planters Hotel in St. Louis on Sep- 
tember 22, 1896. It was held in con- 
nection with the annual meeting of the 
American Bankers Association. <A 
letter had been sent out two weeks 
earlier by Breckenridge Jones, second 
vice-president of the Mississippi Valley 
Trust Company of St. Louis, to the 
handful of companies who were then 
active in the trust field, inviting them 
to send representatives to an informal 
conference to be held during the meet- 
ing of the A. B.-A. for the purpose 
of considering the organization of a 
trust company section. The Executive 
Council approved and the Trust Divi- 
sion, or Trust Section, was established. 

As I look back upon my early years 
in the trust business, I am struck with 
the contrast between our early prac- 
tices and our practices today. At that 
time all our books were kept in pen and 
ink. The organized management and 
supervision of investments was un- 
known. We bought bonds, largely 
original issues, which we thought were 
sound, put them in our vaults and 
never attempted to make a systematic 
review of them. 


They presented a panel discussion on country bank operation problems 


CLAUDE F. PACK 


DR. WILLIAM A. IRWIN 


R. A. BEZOIER 


K. J. McDONALD 
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E preceding instailment on 
modern trends in banking quar- 
ters emphasized that the concept 

of friendly relations is being fused into 
the architectural treatment and deco- 
rative design. 

Now comes an example of color 
engineering to eliminate the tendency 
toward coldness in bank lobby atmos- 
phere. The decorative phase of Trade 
Bank and Trust Company’s new office, 
located at 8 West 48th Street, New 
York City, was planned by Julian E. 
Garney, well-known colorist at Prince- 
town University. The main banking 
room is shown on page 60. Columns 
and counters are of a special marble of 
an exceptionally warm tone. The floor, 
related in color to the columns but 
darker in value, is composed of chips 
of marble set in colored cement, pat- 
terned by plastic strips. Razor-thin 
satinwood covers the walls. On the 
ceiling, acoustic plaster in ivory color 
gives maximum light reflection while 
reducing noise. All told, the varied 
color scheme utilizes four shades of 
marble and six paint colors. 

Moreover, the equipment through- 
out the new Trade Bank office is of 
the latest type. The tellers’ counters 
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New Developments 
in BANK QUARTERS 


By 
‘HARRY V. ‘ODLE 


Associate Editor, THE BURROUGHS CLEARING HOUSE 


Drive-in 


“auto-banks, color engineering, radiant 


heating, styling in the community pattern, unusual 
decorative ideas, improved executive quarters, and 
current tendencies in exterior design... these are 
among the trends cited in this second installment 


employ windows made of a special 
glass which permits maximum visibil- 
ity. The employee lunch room features 
germ-destroying lamp units. The wall 
clock is electronically regulated, and 
even the fountain pens at the cus- 
tomers’ counters are of the new ball- 
point design. 

Something unique in customer serv- 
ices is being provided, also. Each time 
a regular or special checking account is 
opened, the information is flashed to a 
printing department on the premises. 
Before the new depositor leaves the 


bank he is presented with a wallet on 
which his name is printed in gold. 
The wallet holds a supply of checks and 
deposit slips, upon which the deposi- 
tor’s name is likewise printed. Left- 
handed check books, with the stubs 
on the right-hand side, are being made 
available upon request. 

Commenting on the new office, 
Henry L. Schenk, president of The 
Trade Bank, predicts that “the ivory 
tower is an outmoded device in bank 
design.” He adds, “It takes two to 
make a_ banking transaction —the 


Today’s modern functional design combines artistic beauty and practical utility 


Ballard branch, Nationdl Bank of Commerce, Seattle 


Bank of Virginia Beach 
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Clean-cut exterior of new Salem Branch, the First National Bank of Portland, Oregon 


“There are no majestic columns which at one time marked the temples of finance” 


banker and his customer. For that 
reason, banks should be designed to pro- 
vide a friendly atmosphere. And bankers 
should be designed that way, too.” 
There are a number of interesting 
features in the enlarged and redesigned 
quarters of the Lindell Trust Company, 
St. Louis, Missouri, now under con- 
struction. To promote faster service 
the lobby will have facilities for 22 
cages in place of 12; they will be 
arranged in a rounded “‘W” shape as 
the sketch on page 60 indicates. The 
cages themselves are unique, with 


counters angling out from the floor 
toward the customer, the additional 
foot space giving him greater proximity 
to the teller. Check .desks will be 
constructed entirely of glass, and the 
vault lobby will be clear glass panel- 
ing. The sketch on page 60 also shows 
how the decorative floor pattern in the 
main banking room helps to direct 
lobby traffic to the various windows. 

There is a trend in some instances to 
adapting the new bank’s architectural 
design to the community pattern. 
A unique example (see next page) is 


the latest branch office of the Valley 
National Bank in Arizona. Located 
in the town of Wickenburg, noted as a 
guest ranch center, the branch was 
carefully designed to fit in perfectly 
with community plans to restore the 
town’s old-time western atmosphere. 
Strictly in the pioneer tradition are 
the bank’s peeled-post hitching post, 
the ‘mining camp”’ exterior with false- 
front facade and _ galvanized iron 
canopy, the peeled-slab counters and 
wainscoting in the interior, and the 
ox-bow lighting fixtures. 


Views of two new and attractive branch offices in New York City 


Midtown Branch, Public National Bank and Trust Co. 


Rockefeller Center Office, Guaranty Trust Company 
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In the pioneer tradition is Valley National Bank branch at Wickenburg, Arizona, guest ranch center 


Unique example of movement toward adapting the bank’s design to the prevailing community pattern 


Another large branch bank is cur- 
rently thinking along the same lines. 
Instead of trying to create some stand- 
ardized design for its branch offices, 
the bank’s expansion plans call for 
offices individually styled in keeping 
with the community “personality.” 
Thus in a garden suburb where many 
commuters reside, the bank has pur- 
chased a large property containing 
several large oak trees. These trees 
will be blended into the landscaping 
around a garden type bank designed to 


serve this residential community of 
lovely homes. Similarly, in another 
area of rolling hills where residents 
live on acreage lots and large estates, 
the new branch building will be in 
keeping with its rural surroundings. 
The same idea can, of course, be 
utilized by unit banks in their com- 
munities. 

Thus the First National Bank of 
Sante Fe, New Mexico, in planning its 
new quarters has adapted the exterior 
architectural features of the historic 


Santa Fe style to its modern banking 
requirements. This type of design is 
favored by the city planning board. 


LSO illustrative of the trend is the 

new Ballard Branch of the National 
Bank of Commerce, which has been 
labeled a ‘“‘community bank of to- 
morrow.” Here every effort has been 
made to create a more inviting, 
friendly and convenient type of sub- 
urban office. As will be noted on page 
24, the new building is of modern func- 


Evidence that executive quarters are not being overlooked in the planning of modern bank offices 


President’s office, Guaranty Bank and Trust Co., 
Alexandria, Louisiana 


Directors’ room, Manchester Bank in St. Louis, has adjoining dining facilities 


Bank Building & Equipment Corporation of America 
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tional design, utilizing white poured 
concrete for the exterior. 

Especially attractive is the recessed 
entrance to the bank, set off by Roman 
tile and a large picture window having 
heat resisting, no-glare glass. Plant- 
ing boxes along the front and shrub- 
bery on the street side make for an 
appropriate “homey” atmosphere. 

Customer convenience, however, has 
received the greatest attention. This 
is seen in the 50 by 100 foot parking 
lot, the drive-in window and handy 
side entrance protected from the ele- 
ments by a marquee, the lighted night 
depository, and the parking strip along 
the street side formed by cutting the 
curb back to the sidewalk. In the 
interior, the same emphasis on cus- 
tomer relations is evidenced by the 
drinking fountains, the public tele- 
phone, bench seats, automatically con- 
trolled air-conditioning, and an un- 
usually large number of teller windows 
plus ample lobby space to combat 
congestion. 

There is another aspect to the cus- 
tomer relations factor that rates care- 
ful attention. For any bank planning 
new quarters or the rearrangement of 





Drive-in entrance, island with 12 teller windows, and “‘motor lobby”’ at Central National Bank, Chicago 


Facilitating banking service to motorists has become a foremost trend 


present facilities, it has been suggested 
that a good start might be the study 
of floor traffic, and the relation of 
function and attendant traffic to con- 
gestion and value. As is pointed out 
by B. P. Allen, president of The First 
National Bank in Wabash, Wabash, 
Indiana, such a study may disclose 
that the high traffic cages are cur- 
rently located at the rear of the lobby, 
causing a difficult customer clearance 
problem. Slow moving window trans- 
actions at the front of the bank are 


irritating to customers and may be 
excessively expensive. Balcony and 
upper floor operations are the most 
inexpensive from the standpoint of 
occupancy costs, and where feasible 
should be utilized, Mr. Allen believes. 
He admits that until too recently, the 
most expensive corner footage in the 
entire community of Wabash was 
occupied by his own bank’s filing room. 

Of all the current trends in the direc- 
tion of greater customer convenience, 

See BANK QUARTERS—Page 56 


The article cites details of radiant heating system installed by the Bank of Virginia Beach 


In construction, iron pipes were laid in floor 











The completed banking room is said to be free from drafts 











28 


NEW Business Derby, patterned 
A after a horse race and complete 

with thoroughbreds, trainers, 
jockeys, and even a race track, was 
recently run off at our bank. It was 
very successful, and we had a lot of 
fun doing it, too. 

Like most other banks during the 
war years, our bank had found it neces- 
sary to devote the major share of 
attention to ‘operating problems and 
the training of new employees, in the 
face of a heavy turnover in personnel, 
in order to maintain the best possible 
service to the accounts already on our 
books. Our new business program 
had, of necessity, been placed ‘‘on the 
shelf.” 

But with the end of the war our 
management committee was anxious 
to undertake some kind of a program 
which would again focus the attention 
of our officers and employees on the 
need of merchandising our banking 
services. Indeed, there were quite a 
number of our employees who were so 
new in banking that they didn’t know 
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Organizing a New 
Business Contest 


By 
H. C. NICHOLLS 


Cashier, The First National Bank, Madison, Wisconsin 


This bank took its new business program off of its 
wartime shelf, and staged an employee sales contest 
dressed in race track parlance which dramatized the 
fact that banking can be sold. The payoff included 
many new accounts ...a decided lift to staff morale 


that selling had any part in banking. 
The problem was what to do to get 
this idea across forcefully and dramati- 
cally. 

The first thing our management 
committee did was to appoint a new 
business committee to work out a plan 
of action and present it for approval. 
The committee consisted of the cashier, 


President T. R. Hefty, right, and Cashier Nicholls review contest bulletin 











et 


comptroller, personnel officer, manager 
of the bookkeeping department, and a 
representative from our advertising 
agency. 

After a thorough study, including an 
investigation of a contest which had 
recently been conducted by the First 
National Bank of Minneapolis to pro- 
mote greater use of their checking 
accounts, our new business committee 
made the following recommendations 
to our management committee: 

1. That a New Business Derby be 
conducted by the bank for a period of 
eight weeks. 

2. That our goal be set at 600 new 
accounts, to be entirely new business 
obtained by personal solicitation, to 
include checking accounts, savings 
accounts, commercial loans, mortgage 
loans, and trust business. 

3. That the bank make available 
for awards the sum of $1,200 and three 
weeks’ extra vacation time. 

4. That the officers and employees 
of the bank be divided into eight teams, 
each with an equal membership, to be 
chosen so as to make each team a 
complete cross section of the bank. 

5. That a trainer and jockey be 
selected for each team from among the 
junior officers and department man- 
agers. 

6. That the officers of the bank be 
ineligible to share in the individual 
prize awards, but be permitted to share 
in team awards. 

7. That a “Go” meeting of all: the 
employees be held in the bank lobby 
to start the New Business Derby. 
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Developments: of the Derby: 1,039 new accounts, plus an intense team spirit 


The new business committee’s rec- 
ommendations closed with these com- 
ments: 

“If we are successful in placing 600 
new accounts on our books, and we are 
satisfied this can be done, we will not 
only be adding to our future income, 
but we will substantially increase the 
potential business in many of the other 


Part of the employee s 


New Business Derby “‘jockeys’’ scan the field 


departments in the bank. Further, 
with this objective for our goal, our em- 
ployees will necessarily be talking to a 
lot of people who, even though they 
don’t open an account with us, will be 
reminded of the First National Bank, 
and this is good advertising.” 

Then it was pointed out that en- 
tirely aside from the cash return on 


ales kit, which also included check samples, 










the contest, and perhaps much more 
important, would be the effect upon 
all of our people working together for 
eight weeks toward a common goal. 
Not only would they be drawn closer 
together than ever before, but they 
would learn a lot more about the bank- 
ing services we have to offer the public. 

See NEW BUSINESS CONTEST—Page 62 


promotional folders, etc. 














1. Three Types of Loans Are Available 


MORTGAGE LOANS 





value at 324. 


a) Loans up to 60% of our appraised value at an 
interest rate of 4%, or up to 50% 


of our appraised 
These loans cannot be made for a 
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FIRST NATIONAL BANK, MADISON, Wis, 





March 29, 1946 





New Business Derby To Open 
600 New Checking Accounts and 


Other New Business Opens April 1 
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longer term than ten years. 





PERSONAL (TIME-CREDIT) LOANS 





The bank is anxious to make Personal (Time- 
Credit) Loans for worthwhilo purposes, such as medical 
and hospital bills, taxcs, educational expense, the 
purchase of household appliances, and automobiles. 





SAVINGS ACCOUNTS 





‘ A Savings Account should be the easiest type 
of an account to sell. Every member of a family is a 
prosvect. 

















CHECKING ACCOUNTS 





Business, Personal and Thrifticheck Accounts 


Advantages of a First National Checking Account 





_1. Your money is safe. There is no risk of losing cash 
_or of having it stolen. 





2. You can pay your bills by check, by mail. This saves 


time and oxpcnsc. 
3. Our Bankepy<Nail Service 19 available to you. 
4. Your cancelicd checks are valid receipts. 
5. A checking account helps you budget your spending 


to save for insurance premiums, savings bonds, and 
tax payments. 


Business Chocking Accounts 
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information and services. 
those banks without a 
Travel Department,-The Phila- 
delphia National Bank offers a 
convenient and complete service 
based on thirty years experi- 
ence in the travel field. 
Oltte rallelamriccmr kit le) com ee 


your clients through you,no 


matter whether their require- 


ments are large or small. This 
service, which we are glad to 
otter banks in any part of the 
country without obligation, in- 
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RAIL AIR STEAMER 


TOURS AND CRUISES 
TRAVELERS CHECKS 
LETTERS OF, CREDIT 
FOREIGN CURRENCIES 


THE 
PHILADELPHIA 
NATIONAL BANK 
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DIRECTOR 
(CLUTCHBILL 


“Laquidates 
Some Security 


| vied 
FRED COPELAND 


Some fancy merchandising of unusual loan collateral 
is required if the Ferndale National Bank is not to 
realize a severe loss on one of its “200%” credits 


ir ENTLEMEN,” inquired Presi- 

(; dent Perkins intensely study- 

ing a letter trembling in his 

hand, “‘did any of you ever hear of a 
fur-bearing cantaloupe?” 

The four other directors of the Fern- 
dale National’s board screwed their 
eyes on Mr. Perkins in wonder. 

“A fur-bearing A-l-a-s-k-a canta- 
loupe, it is,” corrected Mr. Perkins in 
a surprised grunt, drawing the letter 
into closer focus. ‘‘Listen to this!” 


Ferndale, Vt. 
Sept. 30, °46 
Ferndale National Bank 
Ferndale, Vt. 
Gentlemen: 

With the hope it will lend nourish- 
ment to the mortgage on my hot dog 
stand, filling station and quarter acre 
of land, I bequeath to you such fruit 





Mr. Clutchbill pricked a hole through 
the stem end. He poured a small 
trickle from Mr. Spearhawk’s bottle 
into the cantaloupe 
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as may ripen on my cantaloupe patch 
on the rear slope of the property. 
What you will find growing there 
are genuine fur-bearing Alaska canta- 
loupes raised from seed sent me by 
my uncle in Alaska. He has also sent, 
at last, earmarked funds to come 
into his presence, so when you read 
this I'll be on the way. 
In haste, 
Virgil Kneebalm. 


P.S. The key to the door is under 
the ash can at the rear of the hot 
dog stand which didn’t blossom along 
with -the cantaloupes. 


Director McTavish, as though feel- 
ing his way back to the world of 
reality, removed from a side pocket a 
chubby brier pipe. “I have never 
here or abroad heard of a fur-bearing 
cantaloupe.” 

“Well, for the love of Mike!” uttered 
Mr. Spearhawk twisting his lean and 
small face into a maze of wrinkles, 
“would it be some new form of canta- 
loupe which could be scalped and the 
fur used for a... um—toupee?” 

“‘Hm’f, I dunno,” said Mr. Perkins 
doubtfully, “I never heard of a vegeta- 
ble fur. Eh, have you any light on it, 
Mr. Clutchbill?” 

“It’s perfectly clear to me,” nodded 


+ the bank’s oldest director. ‘Someone 


in Alaska has secretly developed a new 
cantaloupe with hair to withstand a 
cold climate. We have possibly fallen 
heir to something strange.” 

“‘What did Virgil owe us?’”’ inquired 
Mr. McTavish scenting a _ partial 
recovery. 


See DIRECTOR CLUTCHBILL— Page 68 
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What is the Kina Plan? 


It is a sound, simple, modern method of organizing and 
coordinating any insurance program. 

First, the agent makes a detailed, professional analysis 
of all insurable hazards to which the bank or business is 
subject, then determines the extent to which existing poli- 
cies provide necessary protection. Following these steps, 
he designs an insurance program that will meet exactly 
the needs of his client. 

Finally, he applies a Control System which keeps the 
program in line with the ever changing requirements of 
the bank or business — with minimum effort on the part 
_of the client. 

This modern professional service assures complete 
protection, often at a worth-while saving. Your local A@tna 


agent will gladly give you complete information. 


ETNA CASUALTY AND SURETY COMPANY 


Affiliated with Etna Life Insurance Company 
Automobile Insurance Company — Standard Fire Insurance Company 


HARTFORD « CONNECTICUT 


In writing to advertisers please mention The Burroughs Clearing House 
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Savings Bond Program 


“Protect Your Future” will be the 
slogan for a new campaign starting 
Armistice Day, November 11, and end- 
ing with Pearl Harbor “‘Day,’’ Decem- 
ber 7, to push the sale of savings bonds. 

Plans for the campaign were de- 
cided upon at a two-day meeting last 
month between state American Bank- 
ers Association representatives and 
state directors and advisory chairmen 
of the United States Bond Division of 
the Treasury. 

So successful was the June-July 
campaign that Treasury officials de- 
cided to continue this type of sale, 
impressing upon American investors 
the importance of systematic pur- 
chases of savings bonds and the main- 
tenance of their holdings bought under 
the various war loan drives. 

Secretary of the Treasury John W. 
Snyder said to the group that met at 
the Statler Hotel, Washington, that 
savings bond sales are of vital impor- 
tance in the Treasury’s management of 
the public debt, the nation’s battle 
against price inflation and for the 
future welfare of the man in the street, 
the worker with good income and the 
farmer whose profits are now at un- 
precedented levels. 

Secretary Snyder also told the con- 
ference that 1946 sales to September 15 
had passed $5,500,000,000, against 
redemptions of $4,000,000,000 of Series 
E, F and G bonds, leaving a net gain 
of $1,500,000,000 in the current sav- 
ings and bond account and that sales 
had exceeded predictions, while re- 
demptions were lower than had been 
expected, but, in view of the price 
situation, sales should be greater. 

Vernon L. Clark, national sales di- 
rector, pointed out that consumer in- 
come in 1946 is estimated at $22,000,- 
000,000 in excess of the value of 
consumer goods and services likely to 
be available in calendar 1946. Against 
this sum available for savings, the U. S. 
Savings Bond Division hopes to sell a 
minimum of $8,000,000,000 in savings 
bonds by the year’s end, according to 
Mr. Clark. 

W. Randolph Burgess, vice-chair- 
man of The National City Bank of 
New York and former A. B. A. presi- 
dent, and Henry F. Hagemann, Jr., 
chairman of the national A. B. A. sav- 
ings bond committee and president of 
The National Rockland Bank of 
Boston, endorsed the sales plan. 

At the conference suggestions were 


P. GREGO RY, Washington Correspondent 


offered for the future issuance of a 
Series H bond and the possibility of 
selling a marketable bond for the small 
investor. However, at least during the 
next campaign, Series E, F and G bonds 
will be the mainstay. 

The Series H bonds when adopted 
for sale will probably carry a maturity 
longer than the 12 years for the F and 


G series. ‘ “ . 


Comptroller Delano’s Report 


Devoting virtually one-third of his 
annual report to the dangers of monop- 
olistic practices in the banking field, 
Comptroller of the Currency Preston 
Delano called on Congress for enact- 
ment of legislation for adequate super- 
vision and regulation of bank holding 
companies. 

*“A bank holding company should 
not be able to expand by buying stock 
control of additional banks without the 
consent of a Federal supervisory 
agency,’ Delano warned. “The same 
standards which are applied by this 
office in passing upon applications for 
bank charters or for branch permits 
should be applied in granting or with- 
holding authority to a holding com- 
pany for such expansion. 

“Any legislation in this respect 
should be couched in terms which will 


not unduly extend Federal control over 
businesses which hold bank stocks only 
temporarily or incidently, and not for 
the. purpose of exercising control. 
However, means should be provided by 
which any group of banks under unified 
control would be subject to regulation, , 
regardless of the form of the organiza- 
tion or the technique utilized to gain 
and maintain such control.” 

Asserting that the national banks 
emerged from the war in sound condi- 
tion, Mr. Delano cites the fact that at 
the close of 1945 the 5,023 national 
banks with their 1,670 branches held 
about 51 per cent of all bank deposits 
in the country and had net profits 
which he described as “substantial but 
not excessive,” of $490,000,000, equal 
to 10.97 per cent of average capital 
accounts. 

“Over two-thirds of these net profits, 
about $334,000,000, were retained to 
build up capital structure,” he said. 
“The cash dividends paid to share- 
holders during the year (1945) con- 
stituted only 31.76 per cent of the net 
profits available for that purpose, a 
return of slightly less than 3.48 per 
cent on average capital funds. This is 
significant, in view of the increasingly 
high ratio of deposits to capital funds, 
and indicates sound conservatism.” 

Mr. Delano believes that the banks 
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have done a good job during the war in 
building up capital through earnings, 
but, he claims, “it is obvious that 
generally speaking this increase is not 
sufficient for operation in a peacetime 
economy. 

“The need for new capital is em- 
phasized by some of the trends in bank- 
ing today,” he states. ‘More and 
more, the banks are re-entering their 
proper field of commercial loans. Some 
are adventuring in this field to an 
extent which renders difficult an ap- 
praisal of the risks involved. In some 
instances, term loans are being made 
to business enterprises for the retire- 
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ment of preferred stock, refunding of 
existing debt, plant expansion, and 
liquidation of. closely-held common 
stock. 

“Occasionally, such loans —replac- 
ing, at one extreme, funded debt, and 
at the other, equity securities —are on 
a long-term, low rate basis, with little 
or no amortization during the first few 
years, slightly more during the next 4 
or 5 years, and a heavy payment at 
maturity. 

“Such practices are virtually a sub- 
stitute for orthodox long-term invest- 
ment banking procedures, and as such 
merit most thoughtful study. Con- 





INVESTMENT SERVICE 
FOR 
CORRESPONDENT BANKS 


Immediate availability of latest information on 
all U. S. Government Securities is a part of our 
service which correspondent banks find helpful. 
As one of Chicago’s principal dealers in these 
securities we are able to execute promptly 
orders for purchase or sale. The new edition of 
our handbook on Government Securities con- 
tains charts, tables and much other valuable 


data. A copy will be gladly sent to you. 


BOND DEPARTMENT 


THE NORTHERN 
TRUST COMPANY 
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Member Federal Deposit Insurance Corporation 
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sumer financing is being engaged in ex- 
tensively, in some instances by banks 
which have had little practical experi- 
ence in that field, and with recently 
trained employees. Entrance into such 
fields is not to be criticized provided a 
proper degree of intelligence and sound 
banking standards are applied, for the 
time has arrived when the commercial 
banks must meet all legitimate credit 
needs. However, consideration should 
be given to the character of business 
being done in weighing the adequacy 
of existing capital structure, and man- 
agement is of equal importance with 
adequate capital. Fortunately, with 
few exceptions, the quality of manage- 
ment in our national banks merits 
every confidence.” 


Sd 4 4 


Treasury Policy 


Secretary of the Treasury John W. 
Snyder has completed fiscal confer- 
ences with officials of savings, com- 
mercial banks, investment bankers and 
life insurance executives and has stated 
that views expressed by officials of 
these institutional investors do not 
necessarily mean an overhauling of 
present fiscal plans. 

“These meetings have been of an 
advisory character,” Mr. Snyder stated 
at a press conference. ‘“We have just 
sat down and discussed the problems 
of various groups, their investment 
problems and their projected funds 
available for investment over the years 
to come. It has just been a matter of 
calling in people to discuss with us and 
advise with us as to their fiscal policies 
and tell us their problems, so that when 
we take that into consideration in con- 
nection with the debt management 
problems, we will have better guid- 
ance for our future alteration of policies 
when they seem advisable.” 

“Does that mean an overhauling of 
the present debt?” he was asked at a 
press conference. 

“Not at all,” the Secretary replied. 

“But it does mean some modifica- 
tions,” his questioner pursued. 

“It does not necessarily imply modi- 
fications at all,” he replied. ““We have 
no determination at this time for any 
new issues of any kind. We have just 
been talking with these folks and get- 
ting a view as to what their demands 
and needs will be for the proper invest- 
ment of the funds of the various 
institutions.” 

The view prevails, however, that an- 
other long-term 2% per cent will be 
floated in the near future confined to 
investment for life insurance com- 
panies, savings banks, trust funds and 
other non-commercial bank investors. 

Significantly, it was officials of the 
A. B. A. who urged the Secretary to 
float another long-term 21% per cent 
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Whats Coming in the FARMALL System? 


AUTUMN on the farm ...and Nature 
lays things by for winter. 

Now for 1947. What’s ahead? Will 
the long-promised new equipment reach 
the farm in ample supply for all? 


Everybody at International Harvester 
is working toward that end. Unless new 
complications arise, IH dealers should 
have the tractors and machines farmers 
need, in time for another spring. 


Our factories are turning out the 4 
Farmalls—A, B, H and M—and the ever- 
increasing variety of equipment that 
makes the FARMALL SYSTEM. 


The New Farmall cus, eagerly 
awaited on thousands of small farms, 
will take a little longer to deliver. 
The Cub Tractor is now scheduled for 


quantity production next summer. 

Other new International products in- 
clude: self-propelled combines, one-man 
pickup hay balers, mechanical cotton 
pickers, spreaders for fluid manure, new 
side delivery rakes, dry and green hay 
choppers, power loaders, smaller balers, 
combines and corn pickers, cut-off corn 
pickers, sugar beet harvesters, touch 
control development, home freezers and 
refrigerators. 


Some of these are coming off the 
assembly lines now—others await the 
completion of new factories. The farm- 
er’s contact is the IH Dealer. He is do- 
ing the best he can to supply customer 
demand. 


INTERNATIONAL HARVESTER COMPANY 
180 North Michigan Ave. Chicago 1, Illinois 


Tune in “Harvest of Stars” Sunday, NBC Network. See newspapers for time and station. 


“FARMALL” 


SALES of many. of the 
new machines that are 
coming in the FARMALL 
SYSTEM will be financed 
through local banks. 
International Harvester 
recognizes the many ad- 
vantages of local bank 
financing and recom- 
mends it to its dealers. 


INTERNATIONAL HARVESTER 
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Big things happen in Philadelphia 
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If you hear some wiseacre refer to Philadelphia as a 
“whistle stop,” by all means humor him. For if the 
whistles on Philadelphia’s thousands of factories were 
to let go all at once, he wouldn’t be able to hear him- 
self think for a month. 


It’s no mere accident that Philadelphia has been 


ia 
¢ 5 { 
dubbed “Workshop of the World.” Among many other 


} j » claims to fame, the Philadelphia area is one of the 
| largest petroleum refining centers in America. 


Such a huge concentration of such a wide variety 
of industries naturally needs the services of a great bank. 
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There is such a bank here—The Pennsylvania Com- 
pany. It is not only a big bank, but also a progressive 
bank which follows the policy of lending money to 
help its clients make money. 


et AARNE TR ELE TLE TEE 


When you have occasion to do business in Phila- 
delphia, take advantage of the facilities which The 
Pennsylvania Company has to offer. In addition to 
being a great bank this is also one of the oldest and 
largest trust companies in the country. Pay us a visit 
the next time you're in town. 


THE 
PENNSYLVANIA 
COMPANY ovrses 1212 


FOR INSURANCES ON LIVES 
AND GRANTING ANNUITIES 
PHILADELPHIA 
Member Federal Reserve System 
Federal Deposit Insurance 
Corporation 
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issue for non-commercial bank . in- 
vestors. The bankers, it is reported, 
did not press for higher interest rates, 
although there is increasing evidence 
that interest rates are firming from 
their historic lows. 

At the October 3 meeting of the 
Federal Reserve System open market 
committee another review of interest 
rates is expected and the committee 
may press for early abandonment of 
the 7% per cent certificates of indebted- 
ness, the chief medium through which 
the Treasury has been refunding 
maturities. 

Meanwhile, Mr. Snyder again re- 
affirmed the current debt management 
policy by using the large Treasury cash 
balance to retire on October 1, $2,000,- 
000,000 of maturing certificates of in- 
debtedness. After completion of this 
transaction, the Treasury’s working 
balance will be reduced to approxi- 
mately $7,000,000,000. 

Debt retirement through the use of 
the huge working balance piled up by 
the Victory Loan Drive from March 1 
to and including October 1 totals 
$17,485,000,000. 

Secretary Snyder in two addresses 
emphasized that he will do everything 
in his power to keep the pledge he 
made on assuming office that every 
effort will be made to balance the 
budget. 


« « 


Housing, Aids 


Two incentives to speed much 
needed housing were taken recently 
by the National Housing Agency and 
the Reconstruction Finance Corpora- 
tion in an effort to break the log-jam 
in veterans’ and essential civilian con- 
struction. 

The steps are: 

1. The Commissioner of Internal 
Revenue, after consideration of a pro- 
posal submitted by Wilson W. Wyatt, 
Housing Expediter, has announced 
that the Treasury Department will 
allow builders and owners of multi- 
family rental projects to step-up the 
rate of depreciation for tax purposes. 

2. The Reconstruction Finance Cor- 
poration announced that its affiliate, 
the RFC Mortgage Company, has 
established a market for veterans’ 
home loans that have been guaranteed 
or insured by the Veterans Adminis- 
tration. 

According to the Commissioner of 
Internal Revenue, owners of rental 
housing will not be restricted to the 
equal annual installments method of 
charging off depreciation for income 
tax purposes. Under the new ruling 
rental housing owners can, for the 
first time, use a method which will per- 
mit the property to be depreciated for 
income tax purposes at a faster rate in 
the earlier years. 


“Under the’ Veterans Emergency 
Housing Program, at least one-fourth 
of all new dwelling units started under 
priorities regulations must be offered 
for rent,”” Mr. Wyatt said in comment- 
ing on the Internal Revenue ruling. 
‘Actually, the first eight months of the 
program show that 28 per cent of the 
privately financed, permanent dwelling 
units constructed are for rental. But 
there is a critical need for a much larger 
percentage of rental housing. The new 
plan of accelerated depreciation should 
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greatly stimulate the building of mod- 
erately priced apartments for veterans 
and their families.” 

The Internal Revenue ruling follows: 

“The Bureau of Internal Revenue 
recognizes and approves the use of the 
declining balance method of accounting 
for depreciation with the condition that 
the applicable declining balance rate 
not exceed 150 per cent of the normal 
straight line rate. For example, where 
the normal depreciation rate on a build- 
ing is 2.5 per cent the declining balance 

















WE’RE HANDLING 142,000,000 
LOCAL CALLS A DAY 


That’s 25,000,000 more than a year ago—and an all-time 


high. 


It didn’t seem possible that available equipment, with such 
additions as we could make, could be stretched to handle an 
increase like that. But it’s been done despite shortages of 
materials and other handicaps. Best of all, service keeps on 


being good on most calls. 


» 
> 


There are delays once in a while but we’re doing our best 
to make them fewer and fewer. Service will be better than 
ever as soon as new equipment can be made and installed. 


BELL TELEPHONE SYSTEM 
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rate would be 3.75 per cent. Under 
this method the amount of depreci- 
ation in the case of new property com- 
puted at the applicable rate for the 
first year is subtracted from the cost or 
other basis of the property and the de- 
clining balance rate would thereafter 
be applied to the resulting balances 
from year to year.” 

The RFC announced that its affiliate 
will not itself make any loans to vet- 
erans for the purchase of a home. The 
function of the RFC Mortgage Com- 
pany under this program is to provide 
a market for the guaranteed or insured 
mortgages which will be done through 
its purchases direct from the bank or 
other lending institutions making the 
original loan. 

Following are the requirements of 
the company with respect to the pur- 
chase of loans: 

1. The loan shall not exceed $10,000; 
must bear interest at 4 per cent; 
must be secured by a first mortgage, 
and must be guaranteed by the Vet- 
erans Administration to the extent of 
50 per cent of the face amount, or must 
be insured under the provisions of 
Section 508 (a) of the servicemen’s 
readjustment act of 1944. 

2. The note and mortgage must be 
on standardized forms supplied by 
the Veterans |Administration. 
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3. The loan must not be delinquent. 

4. The seller must continue to serv- 
ice the loan, for which it will be paid a 
service fee of % per cent annually 
on the unpaid balance. 


° ° SJ 


Farm Real Estate 


Farm real estate, including land and 
buildings, are at a record high level in 
price for 26 years, while total income 
from agriculture and government pay- 
ments aggregated $16,831,000,000 at 
the end of 1945, compared with $6,521, 
000,000 in 1940, according to a De- 
partment of Agriculture study. 

The study published in the Sep- 
tember Federal Reserve Bulletin, is the 
second part of ““The Impact of the War 
on the Finance Structure of Agricul- 
ture,” prepared by experts of the De- 
partment of Agriculture. 

The study places the total value of 
agriculture as of January 1, 1946, at 
$101,522,000,000. 

“The valuation of total physical 
assets of farms increased 9 per cent 
during 1945,” the study states. “The 
evaluation of farm real estate in- 
creased 13 per cent during the year; 
livestock on farms, 9 per cent; house- 
hold equipment, 2 per cent; and ma- 
chinery and motor vehicles, 1 per cent. 


Crops on hand decreased 6 per cent.” 

One of the significant items in the 
“balance sheet of farms” is the large 
increases in holdings of cash and gov- 
ernment securities during the war 
years. For example deposits and cur- 
rency rose from $3,908,000,000 in 1940 
to $13,991,000,000 as of April 1, 1946. 
Holdings of savings bonds rose from 
$249,000,000 in 1940 to $5,208,000,000 
in 1946, an increase of 1,919 per cent. 

“Farm debts were again reduced 
during 1945, though to a less extent 
than in other recent years,” it is 
stated. “Farm mortgage debt declined 
by$190,000,000 to$5,081,000,000, down 
nearly 4 per cent for the year and 23 
per cent since January 1, 1940. It is 
noteworthy that not only did total 
mortgage debt decrease less during 
1945 but that in 20 states such debt 
actually increased.” 

The study stated that too much 
emphasis has been placed in the past 
on farm debt, pointing out that owner- 
operators had a 92 per cent proprietary 
equity in farm assets as of January 1, 
1946, while creditors, whose claims had 
been reduced by payments on debt 
made by farmers, held claims equal to 
only 8 per cent of assets. The corre- 
sponding percentages for January 1, 
1940, were 81 per cent for proprietors 
and 19 per cent for creditors. 





Your clients who travel can carry large sums SAFELY, 





with a 


NATIONAL CITY BANK 
TRAVELERS LETTER OF CREDIT 


It's a personal, Traveling Bank Account. It may be 
cashed in any National City Bank Branch and at 
thousands of correspondent banks throughout the 
world. 

An accompanying Letter of Identification, bear- 
ing the client's authenticated signature makes it 
easy for your client to be identified at these 
thousands of banking offices — regardless of any 
language difficulties. He signs a draft for the 
amount he desires. This amount is recorded on the 
Letter of Credit. Thus, your client always knows the 
total amount drawn and the balance still available. 
It’s convenient, efficient and safe! 

Your bank makes a commission on each Letter of 
Credit. At the same time you render an outstanding 
service to your clients. 


The NATIONAL CITY BANK of New York 


Gout ive World Wide Barking 


HEAD OFFICE 55 WALL STREET, NEW YORK 15, N.Y. 
66 BRANCHES IN GREATER NEW YORK 
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LA MONTE CHECK PAPERS Reflect Quality | 


The bank which provides its customers 








with checks on La Monte Safety Paper Ps | 
is supplying a product in keeping with y R- 4 
the finest traditions of banking service. ; woe rN 






For Samples of La Monte Safety Paper see your 
Lithographer or Printer—or write us direct. 








SAFETY PAPER FOR CHECKS 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 
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@ If you seek exceptional collection 
service, you'll be doubly impressed 
with the quick, resourceful service 
which for years has been an Irving 
specialty .... 


Immediately upon receipt of a com- 
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modity draft, Irving stays in close touch 
with it until payment or definite reason 
for non-payment is secured. Every 
possible measure is taken to expedite 
delivery of goods. 

For quick-acting collection service, 
send your commodity drafts to the Irving. 


IRVING TRUST COMPANY 


ONE WALL STREET, NEW YORK 15, N. Y. 


Member Federal Deposit Insurance Corporation 
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(SEE COVER) 


C. W. Bailey, one of the nation’s 
best-known country bankers through 
his activities as president of the First 
National Bank of Clarksville, Ten- 
nessee, was Officially installed as the 
A. B. A. president for 1946-47 at the 
recent Chicago convention. 

As was also anticipated, one of the 
top figures from the ranks of city 
bankers, Joseph M. Dodge, presi- 
dent of The Detroit Bank, was selected 
for the A. B. A. vice-presidency. This 
honor followed closely after another, 
the presentation to Mr. Dodge of the 
nation’s highest civilian war award, 
the Medal of Merit, by Secretary of 
War Robert W. Patterson. 

In accordance with the customary 
procedure, S. Albert Phillips, vice- 
president, First National Bank of 
Louisville, was re-elected A. B. A. 
treasurer for a second term by the 
Executive Council. Dr. Harold 
Stonier continues as the executive 
manager. 

In addition, changes in the A. B. A. 
official family were as follows in the 
various divisions: 

National Bank Division. Presi- 
dent, Carl K. Withers, president, 
Lincoln National Bank, Newark; vice- 
president, Gordon D. Palmer, presi- 
dent, First National Bank, Tusca- 
loosa, Alabama; chairman executive 
committee, W. W. Campbell, presi- 
dent, National Bank of Eastern Arkan- 
sas, Forrest City, Arkansas. 

Savings Division. President, 
Fred F. Spellissy, executive vice- 
president, Market Street National 
Bank, Philadelphia; vice-president, 
L. A. Tobie, president, Meriden Sav- 
ings Bank, Meriden, Connecticut. 

State Bank Division. Presi- 
dent, James C. Wilson, president, 
First Bank and Trust Company, Perth 





ERNEST E. NELSON 


ARTHUR L. MOLER 





WALTER L. REHFELD 


New officers of the Robert Morris Associates 


Amboy, New Jersey; vice-president, 
Elwood M. Brooks, president, Cen- 
tral Bank and Trust Company, Den- 
ver; chairman executive committee, 


Frank L. King, president, Cali- 
fornia Bank, Los Angeles. 
Trust Division. President, 


Evans Woollen, Jr., president, 
Fletcher Trust Company, Indianapolis; 
vice-president, R. M. Alton, vice- 
president, The United States National 
Bank, Portland, Oregon; chairman 
executive committee, H. M. Bardt, 
vice-president and trust officer, Bank 
of America, Los Angeles. 

State Association Section. 
President, J. Carlisle Rogers, secre- 
tary, Florida Bankers Association, 
and vice-president of the First Na- 
tional Bank, Leesburg, Florida; vice- 
president, Harry C. Hausman, 
secretary, Illinois Bankers Association. 


e 


New officers of the Robert Morris 


Associates, national organization of 


bank credit men, were installed at the 
fall conference held September 29- 
October 2 at Swampscott, Massa- 
chusetts. They had been officially 
elected at the annual business meet- 
ing, held previously at the central 
office in Philadelphia. 

The new Associates president is 
Ernest E. Nelson, manager of the 
Boston office of Brown Brothers Harri- 
man & Co. He joined the bank in 
1923, organized the credit department 
at Boston and now has charge of loan 
activities in that area. 

Other newly installed officers are: 
first vice-president, Arthur L. Moler, 
vice-president, the Fifth Third Union 
Trust Co., Cincinnati; second vice- 
president, Walter L. Rehfeld, vice- 
president, Mercantile-Commerce Bank 
& Trust Company, St. Louis. 


Sd 


Although he is destined to retire on 
January 1 as vice-president of the 
First National Bank in St. Louis, 


A. B. A. division presidents, elected at national convention in Chicago 


CARL K. WITHERS 


JAMES C. WILSON 


FRED F. SPELLISSY 





EVANS WOOLLEN, JR. 


J. CARLISLE ROGERS 
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C. W. Bailey, one of the nation’s 
best-known country bankers through 
his activities as president of the First 
National Bank of Clarksville, Ten- 
nessee, was Officially installed as the 
A. B. A. president for 1946-47 at the 
recent Chicago convention. 

As was also anticipated, one of the 
top figures from the ranks of city 
bankers, Joseph M. Dodge, presi- 
dent of The Detroit Bank, was selected 
for the A. B. A. vice-presidency. This 
honor followed closely after another, 
the presentation to Mr. Dodge of the 
nation’s highest civilian war award, 
the Medal of Merit, by Secretary of 
War Robert W. Patterson. 

In accordance with the customary 
procedure, S. Albert Phillips, vice- 
president, First National Bank of 
Louisville, was re-elected A. B. A. 
treasurer for a second term by the 
Executive Council. Dr. Harold 
Stonier continues as the executive 
manager. 

In addition, changes in the A. B. A. 
official family were as follows in the 
various divisions: 

National Bank Division. Presi- 
dent, Carl K. Withers, president, 
Lincoln National Bank, Newark; vice- 
president, Gordon D. Palmer, presi- 
dent, First National Bank, Tusca- 
loosa, Alabama; chairman executive 
committee, W. W. Campbell, presi- 
dent, National Bank of Eastern Arkan- 
sas, Forrest City, Arkansas. 

Savings Division. President, 
Fred F. Spellissy, executive vice- 
president, Market Street National 
Bank, Philadelphia; vice-president, 
L. A. Tobie, president, Meriden Sav- 
ings Bank, Meriden, Connecticut. 

State Bank Division. Presi- 
dent, James C. Wilson, president, 
First Bank and Trust Company, Perth 
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New officers of the Robert Morris Associates 


Amboy, New Jersey; vice-president, 
Elwood M. Brooks, president, Cen- 
tral Bank and Trust Company, Den- 
ver; chairman executive committee, 
Frank L. King, president, Cali- 
fornia Bank, Los Angeles. 

Trust Division. President, 
Evans Woollen, Jr., president, 
Fletcher Trust Company, Indianapolis; 
vice-president, R. M. Alton, vice- 
president, The United States National 
Bank, Portland, Oregon; chairman 
executive committee, H. M. Bardt, 
vice-president and trust officer, Bank 
of America, Los Angeles. 

State Association Section. 
President, J. Carlisle Rogers, secre- 
tary, Florida Bankers Association, 
and vice-president of the ‘First Na- 
tional Bank, Leesburg, Florida; vice- 
president, Harry C. Hausman, 
secretary, Illinois Bankers Association. 
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New officers of the Robert Morris 


Associates, national organization of 


bank credit men, were installed at the 
fall conference held September 29- 
October 2 at Swampscott, Massa- 
chusetts. They had been officially 
elected at the annual business meet- 
ing, held previously at the central 
office in Philadelphia. 

The new Associates president is 
Ernest E. Nelson, manager of the 
Boston office of Brown Brothers Harri- 
man & Co. He joined the bank in 
1923, organized the credit department 
at Boston and now has charge of loan 
activities in that area. 

Other newly installed officers are: 
first vice-president, Arthur L. Moler, 
vice-president, the Fifth Third Union 
Trust Co., Cincinnati; second vice- 
president, Walter L. Rehfeld, vice- 
president, Mercantile-Commerce Bank 
& Trust Company, St. Louis. 
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Although he is destined to retire on 


January 1 as vice-president of the 
First National Bank in St. Louis, 


A. B. A. division presidents, elected at national convention in Chicago 
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Marvin E. Holderness apparently 
shuns a life of ease. This month he is 
becoming executive manager of The 
Aviation Council of Metropolitan St. 
Louis, Inc., which is promoting the 
city as a center of air traffic and of the 
aviation industry. One of the coun- 
try’s best-known bankers, Mr. Holder- 
ness has served as president of the 
Missouri Bankers Association and of 
the Financial Advertisers Association, 
which he helped to organize. 


e 


After having been promoted to 
assistant vice-president in January, 
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J. H. McClure has now been named 
cashier of the Seattle-First National 


D. H. WAGEMAN J. H. McCLURE 


Bank in place of H. C. MacDonald who 
has retired. Connected with the bank 
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since 1910, Mr. McClure has served as 
president of the Puget Sound Confer- 
ence of Bank Auditors and Comp- 
trollers. 

A prominent addition to the bank’s 
officer staff is D. H. Wageman, who 
has been elected a vice-president effec- 
tive November 1. He has been vice- 
president and trust officer, and princi- 
pal executive officer, of the American 
National Bank in Cheyenne, Wyoming, 
and is a past president of the Wyo- 
ming Bankers Association. 


° 


J. Paul Crawford, well-known 
vice-president of the First ‘National 
Bank of Philadelphia, has resigned and 
is now executive vice-president of 
Slater System, Inc., large industrial 
catering firm. Now in charge of the 
bank correspondent relations depart- 
ment at the First National is Joseph 
J. Evans, who has been advanced 
from assistant cashier to assistant 
vice-president. 

+ 


Arthur J. Fushman, former man- 
ager of the Detroit office of the RFC 
and one-time president of the War 
Assets Corporation, has been made a 
vice-president of the Manufacturers 
National Bank of Detroit and will 
assume his new duties October 15. 


o 


After joining The Bank of Virginia 
on July 15 as assistant to the presi- 
dent, W. W. McEachern has now 
been elected executive vice-president. 
He formerly headed banks in Florida 
and was active in bank association 
circles. 

aa 


Another “Giannini” now figures in 
the news from Bank of America. He 
is Bernard Gian- 
nini, who has been 
promoted to vice- 
president at the Los 
Angeles’ branch, 
and will be asso- 
ciated with the 
handling of motion 
picture loans and 
accounts. Mr. 
Giannini is the son 
of the late Dr. A. 
H. Giannini, who formerly directed 
this activity, with which Bank of 
America has long been identified. 

Russell G. Smith, executive vice- 
president of the Bank of America and 
heretofore supervisor of branches, is to 
take charge of the bank’s interna- 
tional banking department. 

Lloyd L. Mazzera, vice-president 
of the Bank of America, who has 
headed. the international banking de- 
partment.for the past two and a half 
years, is to become vice-president and 
manager of the bank’s Oakland main 
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The men who cracked the bank at El Centralo 


Lawlessness marches in the wake of war... 
and it’s on the prowl right now! Police and 
FBI reports show an alarming rise in crime 
throughout the country. 


The impact of this threat will be felt in the 
banking field . . . it always has. The time to 
fortify your bank’s defenses is now. 

Guards, safes and vaults are important, but 
only the right forms of insurance in adequate 
amounts can completely protect you from to- 
day's greater dangers of loss of cash on hand 


Hartford Insurance 


Hartford Fire Insurance Company . Hartford Accident and Indemnity Company 
Hartford Live Stock Insurance Company 


Writing practically all forms of insurance except personal life insurance « ¢ Hartford 15, Conn. 


and loss of negotiable securities owned by the 
bank or held by it as collateral for loans, in 
its trust department, or for safekeeping on be- 
half of customers. 


Bank management has an immediate respon- 
sibility under present conditions to check for 
disparities in the amount of insurance protec- 
tion being carried against such loss exposures. 

Your local Hartford agent or your own broker 
can guide you in studying your situation and 
in properly providing for it. Call him in today. 
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office, filling the vacancy caused by the 
death of P. D. Richardson. 

Secretary of the bank, Frank M. 
Dana, is promoted to vice-president 
and assumes the duties of supervisor of 
branches in succession to Russell 
Smith. Mr. Dana is to be succeeded as 
secretary by James S. De Martini, 
promoted from assistant secretary. 

R. J. Barbieri, vice-president, will 
be in charge of the bank’s business ex- 
tension department in the San Fran- 
cisco administration. His former duties 
as controller will be assumed by vice- 
president J. A. Purdy. V. C. 
Richards, assistant vice-president, is 
to succeed Mr. Purdy as director of the 
staff training department. 

+ 


Presidential nominee of the U.S. Sav- 
ings and Loan League is Walter W. 
McAllister, 
San Antonio, 
Texas, whose 
selection by the 
_hominating com- 
mittee is ex- 
pected to be rati- 
fied by vote of 
the convention 
in Milwaukee, 
November 20. 
Mr. McAllister, 
this year’s vice- 
president, heads 
the $9,500,000 San Antonio Building 
and Loan Association which he organ- 
ized 25 years ago. 

Placed in nomination for the vice- 
presidency is Judge Ralph M. Smith, 
president of the Middlesex Federal 
Savings and Loan Association, Somer- 
ville, Massachusetts. 

Sl 





W. W. McALLISTER 


With increasing frequency, promi- 
nent bankers are 
reaching retirement 
age under the pen- 
sion plans which 
have been estab- 
lished. One of the 
most recent ex- 
amples is Howard 
Whipple, a vice- 
president of Bank 
of America and a 
former president of 
the California 
Bankers Association, who will not lack 
for an activity to absorb his interest 
following his retirement on August 31. 
Mr. Whipple has become nationally 
known for his hobby of creating fancy 
jewelry and objects of art by using 
inlays of choice hardwoods collected 
from all over the world. 

Mr. Whipple plans to devote some 
of his retirement leisure serving as an 
instructor in his handicraft to aid in 
rehabilitation of disabled war veterans. 


Sf 
A distinguished financial 





H. WHIPPLE 


career 
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covering 48 years was ended Septem- 
ber 14 when a heart attack claimed the 
life of Arch W. Anderson, board 
chairman of’ California Bank, Los 
Angeles. 

He began as a clerk, in 1898, with 
the Bank of Enid in Oklahoma: Later 
he served as a state bank examiner 





ARCH W. ANDERSON 


and as an officer of various small 
banks in Oklahoma, Kansas and Mis- 
souri. In 1914 when the Federal 
Reserve Bank of Kansas City was 
organized he became secretary and 
cashier. In 1921 he joined the First 
National Bank of Los Angeles as 
junior vice-president, and from 1930- 
1939 he was vice-president and West 
Coast representative of the Continental 
Illinois National Bank and Trust 
Company of Chicago. In 1939 he was 
elected president of California Bank, 
and last year he was advanced to 
chairman of the board. 


* 


John H. Klug has been promoted 
to cashier and George D. Bushnell 
to assistant vice-president of the 
American National Bank and Trust 
Company of Chicago. Mr. Klug has 
been comptroller since 1932 and has 











G. D. BUSHNELL 


J. H. KLUG 


served as president of the local chapter 
of the National Association of Bank 
Auditors and Comptrollers. Mr. Bush- 
nell, who will have increased responsi- 
bilities in the bank’s loan activities, is 
author of the A.1.B. textbook, ““Funda- 
mentals of Banking.” 

In other promotions, E. W. Stevens 
was advanced from assistant comp- 


troller to comptroller, while Walter 
Armstrong and S. D. Nydham, 
formerly assistant comptrollers, were 
named assistant cashiers. 


Sd 


Two promotions at the Union Bank 
of Commerce, Cleveland, are the 
advancement of Edward F. Meyers 
from assistant vice-president to vice- 
president, and Carl L. Beier from 
assistant cashier to assistant vice- 
president. Harry E. Hills, senior 
vice-president, died August 28 after a 
short illness. 

+ 


The Mahoning National Bank of 
Youngstown, Ohio, announces the 
promotion of M. E. Roberts to 
assistant vice-president and cashier, 
and of C. M. Hood and E. E. Opre 
to assistant vice-presidents. Two 
newly elected assistant cashiers are 


D. P. Jacobs and P. L. Aley. 


° 


John L. Randle has been elected 
a vice-president of the City State Bank 
of Dallas, which last month changed 
its name from the Dallas Morris Plan 
Bank and expanded its services. 
+ 


Harry B. Raney has been pro- 
moted to a vice-presidency by the 
Security-First Na- 
tional Bank, Los 
Angeles, climaxing 
38 years in the 
banking business. 
Previously an 
assistant vice- 
president, Mr. 
Raney supervises 
loans for a number 
of the bank’s 
branches. Newly 
elected assistant vice-presidents in- 
clude Sam C. Hauge, J. E. Hul- 
burt, John B. Lind, Francis C. 
Martin and Donald D. McGarry. 


o 


A recent change of affiliation in 
Chicago that is of broad interest in- 
volves H. T. (Tim) Riedeman, 
who has joined the 
staff of the Indus- 
trial National Bank 
of Chicago as a 
vice-president in 
the commercial 
banking division. 
For 20 years Mr. 
Riedeman has been 
associated with the 
City National 
Bank and Trust 
Company of Chicago. He is widely 
known by bank credit men through his 
activities with Robert Morris Associ- 
ates; during the past year he has been 
chairman of the research committee. 


° 


John C. Wright has become execu- 





H. B. RANEY 
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tive vice-president of the LaSalle 
National Bank in Chicago, a newly 
created office, following his resignation 
as vice-president and cashier of the 
American National Bank and Trust 
Company, Chicago. 


& 


Leonard B. Achor, formerly presi- 
dent of the Chicago Heights National 
Bank, has been elected president of 
The District National Bank of Chicago 
succeeding Clarke Washburne whose 
retirement was due to ill health. 
B. J. Schneider has been promoted 
to executive vice-president. 


° 


Following acquisition of the First 
National Bank in Painesville, Ohio, 
The Cleveland Trust Company has 
announced that W. H. Steinkamp 
of the First National and A. G. Tame 
of the Painesville office of Cleveland 


Trust have been elected assistant vice- ~ 


presidents and will jointly manage the 
combined Painesville branch. The 
Lorain Street Bank, Cleveland, has 
also been taken over by Cleveland 
Trust. These two acquisitions add 
approximately $30,000,000 to the 
bank’s resources, and increase to 50 
the number of branches. 


Sd 


Advanced to the newly created posi- 
tion of assistant to 
the president at 
Citizens & Southern 
National Bank, 
Atlanta, is Hugh 
W. Fraser, Jr., 
formerly assistant 
comptroller. He 
has been with the 
bank since 1924. A 
newly elected 
vice-president 
now attached to the Savannah office is 
Dennis M. Harvey, while new assist- 
ant cashiers include J. E. Whitting- 
ton, Willis B. Jones, Reuben L. 
Rockwell and George E. Tomber- 
lin. Barrett LeHardy has been 
elected a trust officer. 





H. W. FRASER, JR. 
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Ben J. Bleakley, a vice-president 
since 1937 of the First National Bank 
and Trust Company of Racine, Wis- 
consin, has been elected president to 
succeed the late O. P. Graham, who 
was also president of the State Bank 
of Union Grove, Wisconsin, and a 
member of the Fifty Year Club of the 
Wisconsin Bankers Association. 

Mr. Bleakley has been in banking 
since 1911. For 10 years before com- 
ing to Racine he was a national bank 
examiner. 

a 


Dale Graham, widely-known vice- 
president and cashier of The National 





Bank of Commerce in New Orleans, 
has been elected senior vice-president 











DALE GRAHAM 


F. H. FITZGERALD 


to succeed Clay W. Beckner, who is 
retiring from active duty although he 
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remains a director and a member of 
the executive committee. Before com- 
ing to New Orleans, Mr. Graham was 
an officer of the Mississippi Valley 
Trust Company, St. Louis, and of the 
Chase National Bank and the National 
Park Bank, New York. 

Succeeding Mr. Graham as cashier 
is Frederick H. Fitzgerald, formerly 
in charge of personnel and operations. 


° 


The new president of the National 
Association of Credit Men is E. L. 
Blaine, Jr., vice-president, Peoples 
National Bank of Washington, Seattle. 








TWO NEw “Pemericau PERFORATORS 


TO CANCEL CHECKS 







Model “400” 


A Portable Electric Perforator 
that is small, powerful and FAST. 
Totally enclosed . . . SAFE to 
operate. Merely insert your 
checks and they will be canceled 
with lightning speed. Place a 
“400” at every convenient loca- 
tion in your bank! 


Model ““600” 


NOW—a new Heavy Duty Per- 
forator for greater volume. No 
flywheel or belts. Amazingly 
quiet ... vibrationless . . . sound- 
proof. Ultra-sensitive feather- 
touch check trip for canceling 
ease never before possible. Strik- 
ing in appearance, the “600” is 
truly a modern machine. 


Be SURE to Investigate The American 
“400” and “600” Before You Buy 
Any Other Model ! 


SALES AND SERVICE IN ALL PRINCIPAL CITIES 


---~"7ee AMERICAN PERFORATOR (ompany---- 











| ESTABLISHED 1910 

| 625 W. Jackson Bivd., Chicago 6, Illinois 
| Please send further details an your new ELECTRIC CHECK CANCELERS. 

| [] Model ‘’400” [_] Model “600” 
FIRM 

| INDIVIDUAL TITLE. 

| ADDRESS 

CITY STATE 
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AMERICAN BANK GREDIT PLAN 


“More Than Money Can Buy” 
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AMERICA’S “NEIGHBORHOOD” CREDIT PLAN 


HE AMERICAN BANK CreEpiIT PLAN recognizes the 
local Bank as the long established, permanent and 
friendly “home town” credit headquarters. Many 
Banks were pioneers in extending credit to the local 
Dealer, the key man in the automobile industry, 
enabling him to start in business. And local Banks 
have long provided the Dealer’s customer, the car 
buyer, with loans for numerous constructive purposes. 
This rapidly expanding, national American Bank 
Credit Plan for the purchase of automobiles on time, 
unites the Dealer, car buyer and you, the Banker, into 
a personal and friendly financial relationship that 
is “more than money can buy.” Here are home town 
folks, with pride in their community, working together 
for better ee better schools, better highways and 
better consumer financing. 

This Plan brings you new customers through the 
Dealer. The car buyer on time gets what he wants 
... dignified bank credit at his own community bank, 
with nation-wide “Safe Travel” features. Financial 
Services for the Dealer are rendered through a home 


American Bank Credit Plan 


Sponsored by 


American Installment Credit Corporation 
420 Lexington Avenue, New York 17, N. Y. 


town institution. This Plan also provides opportunities 
for you to extend other services to your neighborhood 
Dealer and his customers. 

You are invited to write for our new booklet 
describing the many advantages of this complete, 
attractive Bank-Dealer Plan. 





Outstanding Services to Member Banks 


Solicitation of Automobile Dealers by an experienced 
organization devoted exclusively to that purpose, 
resulting in acquisition by Member Banks of auto- 
mobile time sales business in volume. 

Dependable and continuous insurance connections. 

Standardized factory wholesale procedure. 

Up-to-date techniques, systems and forms, including 
a complete operating Manual, plus assistance in in- 
stalling a time-sales department. 

Training courses for Bank personnel. 

Centralized clearing house and consultation service. 

Advertising and sales promotion material. 

Promotion of Dealer good will by advertisements in 
national automotive publications. 














The foremost Bank-Dealer Plan in the automotive field offered exclusively through Dealers 
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CANADIAN BANKING 
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Government Housing Plans 


Canada has embarked on a five- 
year housing plan to build 480,000 
housing units, Reconstruction Minister 
C. D. Howe stated at Ottawa re- 
cently. The Central Mortgage and 
Housing Corporation, a government- 
owned company (The Burroughs Clear- 
ing House, December, 1945), is estab- 
lishing an organization to look after 
the 1947 plan and to make loans for 
home building. 

The first stage in the government’s 
plan is to ensure that 60,000 housing 
units are built by March 31, 1947, and 
that 80,000 units are built during the 
1947-48 fiscal year. The government 
is desirous that private enterprise 
meet the housing requirements as far 
as possible, and government schemes 
will only be used to make up any defi- 
ciencies as they become apparent. 
The 80,000 units plan calls for a 
tentative division of 60,000 units for 
urban areas and 20,000 units for rural 
areas. Of this program about 30,000 
units would be of government-ap- 
proved types of projects. Develop- 
ment of prefabricated units will be 
vigorously pursued. Government plans 
include priorities of building materials 
and an adequate distribution system 
to speed home building. 


JAMES MONTAGNES 


New Bank Branches 


New bank branches are now being 
opened by Canadian banks in various 
parts of the country. Opening of new 
mining areas has necessitated some 
new branches in new areas. However, 
a majority of the new branches are 
being opened in urban areas where 
banks closed down a number of 
branches during the war years due to 
manpower shortages. Entirely new 
branches are being opened in these 
urban districts, none of the wartime 
closed branches being reopened since 
the business of these branches has 
gone to other near-by offices. 

The banks are advertising the open- 
ing of the new branches in a number 
of ways, using newspaper space in 
most cases. Methods of notifying the 
potential customers of the branch are 
usually worked out between the head 
office and the new branch manager. 
The Bank of Montreal is using a 
folder titled, ““Your New Neighbor 
Would Like to Meet You,” in an 
envelope headed, “‘A Message from a 
New Neighbor.” This mailing is 
distributed throughout the district 
served by the new branch. Other 
branch managers use form letters to 
business houses and potential savings 
accounts in their areas. 


“Conservation”’ in personal finances featured in current campaign 
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The Canadian banks do not look 
forward to a very large expansion of 
branches, but a limited number of 
new offices will be opened to take care 
of normal growth which had been 
stopped during the war years. 


« ¢ * 


Anti-Inflation Advertising 


Conservation as a means of fight- 
ing inflation is featured in a series 
of advertisements appearing through- 
out Canada by the Bank of Montreal. 
The advertisements point out that 
“if you are a No. 1 citizen you will 
look after No. 1... This is not selfish- 
ness, but the realization that a com- 
munity is no better, no sounder than 
its citizens.” 

Copy in the advertisements points 
out that inflation is endangering the 
welfare of the community, that infla- 
tion to the citizen means simply less 
and less value for his dollar. The bank 
states that the best way for the indi- 
vidual to stave off inflation is to build 
up his savings account, keep up his 
insurance, hold his government war 
bonds, buy only goods in fair supply, 
and avoid making black market pur- 
chases. 

* e a 


Foreign Exchange Control 


Government legislation to have the 
wartime Foreign Exchange Control 
Board continue indefinitely in peace- 
time met with considerable opposition 
in the last session of Parliament. 
Legislation, with many amendments 
made in the Senate, was finally passed 
for a limited period. The FECB legis- 
lation is important to Canadian banks, 
since they are the agents for the FECB 
in transactions with the public. . 

The legislation was opposed pri- 
marily in the Senate as perpetuating 
a wartime board with too much power 
over the individual financial and prop- 
erty moves of Canadians doing business 
or traveling outside Canada. The 
Senate amended 67 of the bill’s 76 
clauses, removed from the Board some 
of its previously held arbitrary power 
for examination, control and prosecu- 
tion, insisted that FECB officials 
should not have access to income tax 
returns of individual Canadians. With 
the greatly augmented supply of 
American dollars in Canada due to the 
increase in tourist travel, Canadians 
can have under $100 in U. S. funds in 
their possession without immediately 
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In the Pacific Northwest, the wilderness has 
been conquered, Within a single lifetime, forests and 
deserts have been replaced with fertile farms and busy 
marts of trade. 


Today Washington, fourth state in the nation in 
percentage of growth of population since the turn of 
this century, is also fourth in per capita buying power 


. a market worth considering. 


Serving the financial needs of this prosperous state 
—with banking that is helping Washington grow— 
the Seattle-First National Bank offers its state-wide 
facilities for the assistance of new business and the 
expansion of established lines. With 40 banking offices 
strategically located throughout the state, it is now the 
23rd bank in size in the entire United States and the 
largest north of San Francisco and West of Chicago. 
Inquiries about business opportunities in this pros- 
perous Pacific Northwest will gladly be answered. 


‘ 


Member Federal 


Member Federal Deposit 
Reserve System 


Insurance Corporation 


SEATTLE- FIRST NATIONAL BATIK 


Main Office — Seattle 
and Eastern Division — Spokane 


Spokane 











turning this in to the banks. Under 
the amended legislation the FECB 
still has control over large financial 
and property moves from Canada. 


6 Sf « 


Promotions 


C. S. Frost has been appointed an 
assistant general manager of the Bank 
of Nova Scotia. He joined the bank 
in 1908 at Yarmouth, N. S. He was 
at one time supervisor of branches at 





Cc. S. FROST 


R. L. DALES 


Toronto and in 1944 was appointed 
supervisor of Maritime branches, from 
which post he was promoted to assist- 
ant general manager. 

R. L. Dales, manager of the main 
branch of the Bank of Nova Scotia at 
Toronto since 1944, has been promoted 
to supervisor of branches in the Mari- 
times, succeeding Mr. Frost. He has 
had a very broad experience. 

Harry W. Cumyow has been ap- 
pointed special Chinese representative 
of the Bank of 
Montreal at Van- 
couver. This is a 
new post in the 
superintendent’s 
department of the 
bank. Harry Cum- 
yow started with 
the Bank of Mont- 
real in 1919 after 
graduating from 
the University of 
British Columbia, and has served in 
various branches in Vancouver. 

Stanley C. Cook, assistant general 
manager of the Dominion Bank, has 
been moved from 
the bank’s head 
office at Toronto to 
Winnipeg, to take 
charge of the 
bank’s business in 
western Canada, 
succeeding R. K. 
Beairsto, who has 
retired after 46 
years with the 
bank. §S. C. Cook 
joined the bank in 1911, has served at 
numerous branches in eastern Canada. 
During the war he was loaned to 
Ottawa as administrator of hides and 
leather in the Wartime Prices and 
Trade Board. He became assistant 
general manager in 1938. 














H. W. CUMYOW 
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How will you meet the challenge 
of 22% billion Consumer Credit 7 


Banks are on the threshold of one of the greatest State Farm Mutual, the world’s largest automo- 
‘profit opportunities in history, according to this bile insurance company, has a direct answer to 
challenging forecast made by E. I. H. Bennett, this important question. It’s THE STATE FARM 
vice-president of Peoples-Pittsburgh Trust Co., BANK PLAN. Under this plan, State Farm’s 
Pittsburgh, Pa.: policyholders are being urged to go to local co- 


*“T think it is entirely safe to predict a con- operating banks for credit in financing automobile 
sumer credit volume of 15% of our national purchases. A survey shows that 871,000 of these 
income—the staggering figure of possibly 22% policyholders are in the market right now for new 
billion dollars—an amount greater than the os used cars. °° and that all policyholders com- 
grand total of all types of loans outstanding bined have an immediate need for $5,260,000,000 
in all commercial banks in the United States worth of consumer goods. The key to this great 
at the close of business in 1939! To bankers, a credit opportunity is The State Farm Bank Plan— 
most important question right now is: ‘How it will pay you to get details without delay. 


can banks capitalize on this trend?’ ” *Quoted by permission 




















STATE FARM 
INSURANCE 
COMPANIES 


BLOOMINGTON, ILLINOIS 


Pacific Coast Office: Canadian Office: 
Berkeley, Calif. Toronto, Ontario 





m————-—CLIP NOW! ... MAIL TODAY!-—— "5 
° State F I c i 
Learn how your bank can profit! eine, OOM 
Gentlemen: 


Send today for FREE booklets 


Here are two booklets every banker should have! “‘New Profit Opportunities 
for Banks,” explains in detail how the State Farm Bank Plan works for you. 
“The State Farm Group Loan Life Plan—Good Will Insurance for Banks,” 


Please send us, withou! o ame og FREE booklet 
or booklets we have whe on a 


O “New Profit Opportunities for Senbe" 


0 “The State Farm Group Loan Life Plan—Good 
Will Insurance for Banks" 


tells how you can insure consumer loans at low cost. Both of these booklets Name... essessesscrscceeresserscesesccsceenes 
are free for the asking. Simply indicate on this coupon whether you'd like OO DEM Se RES TS BRE cee se Sr a 
one or both booklets. Then clip it and mail to State Farm Mutual, Bloom- 

ington, Illinois. There is no obligation. WOMB 6 bc oscccccvsccdeccsecteccotsovoeceeees 
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FARM PROFIT-Q(sP-PC) 


where SP= AY eNing Price Per Unit 
PC -Production Oost Per Unit 


Q-Quantity or Volume of Production’ 





Keep Your Eye on the “Q” : 


The amount of a farmer’s earnings is 
proportional to the amount of his 
production, no matter whether the 
margin of selling price over produc- 
tion cost per unit happens to be high 
or low. Actually, the “Q” counts 
double. As a rule the same methods 
that multiply his production also 
subtract from its cost per unit. This 
is particularly true of modern farm 
machinery. 


In the past, when labor was cheap 
and land was the limiting factor in 





farm productivity, it became the cus- 
tom to measure yield in bushels per 
acre. Now, since labor is costly and its 
scarcity often is the limiting factor, 
the significant way to figure yield is in 
bushels per man-hour. 


Case farm machines add to yields 
per acre by more timely, more com- 
plete tillage and harvest. Yet these 
minor gains per acre .. . and thereby 
per man-hour .. . are eclipsed by the 
way that these modern machines mul- 
tiply the acres a man can tend in an 


hour or in a season. Whether the time 
gained is extended to greater acreage 
or devoted to livestock, the result is 
the same—higher yield per man. 


Case believes that the financing of 
farm equipment belongs to the local 
bank. Case machines are built with 
extra ENDURANCE that commends 
them as chattels. Case customers and 
dealers generally are of’ the caliber 
desirable in bank clientele. Case en- 
courages them to give you their busi- 
ness. J. I. Case Co., Racine, Wis. 


Paine in Providing --- 


HIGH PRODUCING 
FARM MACHINERY 


In writing to advertisers please mention The Burroughs Clearing House 
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THE BOOKLET COUNTER 








The three noteworthy booklets on 
checking accounts and service charges, 
described below, contain ideas which 
other banks can utilize in developing or 
revising their own promotional litera- 
ture on the subject. 


Your Personal Checking Ac- 
count ... In this 15-page brochure, 
the details of opening and maintaining 
a checking account are illustrated and 
carefully explained, in realization that 


to many persons such a process is a 


deep mystery. 

Well-chosen photographs take the 
reader through the steps involved. 
There are explanatory paragraphs on 
the proper method of making a deposit 
in person, of mailing deposits, of mak- 
ing withdrawals, and of using the 
monthly statement to verify the check 
book balance. The brochure also in- 
cludes a section on account analysis, 
and on the bank’s many other services 
in addition to checking accounts. 

An unusual feature is the series of 
photos which fill six pages of the book- 
let. These are identified portraits of 
members of the bank’s staff who meet 
customers. 


Commercial Checking Ac- 
counts . . . While this folder is pri- 
marily devoted to a service charge 
explanation, it begins by emphasizing 
the important advantages of checking 
account service. Some of the costs in- 
volved in rendering this service are 
then cited, and this is followed by an 
explanation of the analysis procedure 


These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





by which the costs are allocated to the 
individual accounts. 

Of particular interest are the two 
examples given to illustrate how the 
analysis works, on accounts reflecting 
moderate balances and item activity. 


Why a Service Charge? ... 
This folder points out that “‘the ques- 
tion as to why a charge is made for 
checking account service is frequently 
asked by those who perhaps have not 
considered that banking is a merchan- 
dising business the same as any other 
business which sells commodities.” It 
adds: that the commodities which a 
bank has to offer are credit and serv- 
ices, and that in performing these 
services there is a definite cost in- 
volved, applicable to each transaction. 
These facts are then applied specifically 
to checking account service. 

After explaining why the service 
charge is made, the folder utilizes an 
account analysis chart to provide a 


Ideas for promoting checking accounts, explaining service charges 














simplified picture of how the charge is 
made—a subject which seems to be 
verbally inexplicable to some cus- 
tomers. 


This Is Investment Banking 
. .. As the title indicates, this 16-page 
brochure gives a detailed and over-all 
picture of the handling of corporate 
securities. The information covers 
specific procedures, background re- 
search, preunderwriting surveys, dis- 
tribution and similar material. Thirty- 
two photographs, charts, graphs and 
illustrations help to clarify the story. 

Because of its completeness and 
readability, the booklet will be of un- 
usual interest to banking and financial 
officers and corporation executives. 
Also, it provides a basic pattern which 
commercial banks might utilize in de- 
scribing their own operations to the 
public. 


Farm Loan News... Sample of 
a ‘“newsy” pamphlet published 
monthly, and dedicated to a better 
understanding of agricultural credit 
and current trends in the farm field. 

Typifying the subjects covered, a 
recent issue contains discussions of 
“Better Credit Service for Farmers” 
and “What is Happening to U. S. 
Farm Mortgages?” 

Upon request, the publishers offer 
free monthly mailing of the booklet. 


Margin Requirements... Call- 
ing attention to the fact that certain 
privileges are allowed even under the 
present 100 per cent margin require- 
ments specified by the Federal Re- 
serve “Regulation T,” this report 


_ answers numerous inquiries which have 


been made with respect to the restric- 
tive provisions. 


Plain Talk to Our Guards... 
This employee brochure recognizes the 
unique importance of the bank guard 
from a public relations standpoint, and 
its 20 pages are designed to help the 
staff members serving in this capacity 
to become “‘friend-makers” as well as 
alert watchmen. 

After summarizing the personal qual- 
ifications and the functions required of 
a bank guard, the booklet gets down 
to cases. It conceives of nine different 
situations which might arise, suggests 
that the bank guard study them, and 
then turn to subsequent pages to see 
what solution the bank recommends. 

Any bank employing guards will 
certainly want to obtain a copy of this 
specific aid to better customer rela- 
tions. 
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Out of Burroughs research, carried on in close cooperation 
with bankers, have come such important bank bookkeep- 
ing machine “firsts” as—electric operation, motor-returned 
carriage, keyboard calendar feature, automatic check count, 
front-feed carriage, automatic balances, overdraft lock, and 
scores of others in the fields of adding, calculating, statis- 


tical and accounting machines. 


Such recent developments as the new Commercial 
Teller’s Machine and the Savings Passbook Machine 
provide convincing proof that Burroughs is continuing to 
provide banks with improved methods and finer machines 

. and continuing to maintain its reputation as a leader 


in the development of bank machines. 


Today, more skilled Burroughs engineers and scientists 
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‘ 


lertness, plus constant research, keeps 


urroughs first in machines, first in the 


onfidence of bankers the world over 


than ever before are digging out the secrets of tomorrow’s 
machines . . . employing finer and more complete research 
facilities . . . utilizing the latest scientific equipment in 
Burroughs electronic, chemical and physical laboratories 

- - applying the new precision manufacturing machinery 
so successfully employed by Burroughs in the manufacture 
of: Norden bombsights . . . discovering new and finer 
methods to improve the traditional qualities of Burroughs 


craftsmanship and Burroughs service. 


This forward-looking policy, with its emphasis on creative 
thinking, combines the talents of research men and engi- 
neers to develop new and improved methods and finer 
business machines... to keep Burroughs first in machines, 


in counsel, in service. 


TH 


Arm Oo 
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By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the District of Columbia 


Exact Copies of Instruments 


A recent New Jersey case is a 
timely reminder that copies of notes, 
checks and other instruments furnished 
by a bank to its attorneys for suit 
purposes should be exact copies of the 
originals. 

In the New Jersey case suit was 
brought on a note. 
was attached to the statement of 
demand filed in the proceeding. At 
the trial the original note was offered 
in evidence, but refused by the court 
because it did not conform in every 
particular to the copy attached to the 
statement of demand. That copy, 
unfortunately, was not an exact copy 
of the original. As a result, the holder 
of the note lost the case by a judgment 
of non-suit. This was an application 
of the legal doctrine of “‘variance” — 
the attempted proof, that is, the origi- 
nal note offered in evidence, “varied” 
from the copy attached to the state- 
ment of demand. 

On appeal, however, the Supreme 
Court of New Jersey reversed the non- 
suit and reinstated the case for a new 
trial. 

“The sole ground of non-suit,” said 
the court, “‘was a variance between the 
copy of the note as annexed to the 
statement of demand and the note 
itself as produced at the trial and 
excluded from evidence. 

“The statement of demand alleged 
a note dated September 21, payable 
November 21 of the same year, made 
by the defendant and delivered to the 
plaintiff. The annexed copy was 
therefore mere surplusage and indeed 
fails to show a signature. We think 
that clearly the judgment of non-suit 
should be reversed.” 

By “‘surplusage’”’ the court meant 
that the copy of the note was wholly 
unnecessary to the sufficiency of the 
statement of demand, which ade- 
quately identified the note sued on. 
Hence the copy could be disregarded 
just as if it had never been attached to 
the statement of demand. The original 
note could therefore be offered in evi- 
dence without being subject to the 
objection of “‘variance.” 

When the case finally reached the 
Supreme Court of New Jersey on 
appeal, the statute of limitations had 
expired, so that if the court had upheld 
the non-suit, the holder could not 
have started a new suit. 

Many jurisdictions require that in 


A copy of the note 


suits on notes, checks, contracts and 
other instruments, a true, correct and 
accurate copy of the document sued 
on be attached to the suit papers. In 
such cases it is of utmost importance 
that the copy be exact and accurate in 
all respects. Some banks make it a 
practice to furnish only photostatic 
copies to their attorneys for suit pur- 
poses. The risk of clerical or typo- 
graphical errors is thus avoided. 
(Braun vs. Fassnacht, 47 Atlantic 
Reporter, Second Series, 840.) 


aa & t 


Deposit of Bank Officer’s 
Worthless Check 


A recent Oregon decision emphasizés 


the fact that a bank may become’ 


liable, in some circumstances, for the 
personal obligation of one of its officers. 
In the Oregon case, a husband and wife, 
who had a joint checking account, 
obtained a judgment for $7,650 against 
the bank as a result of a fraudulent 
manipulation by its assistant cashier. 

One of the joint depositors (the 
husband) had been engaged in a joint 
enterprise with the assistant cashier 
which had nothing to do with the bank 
or its affairs. At a conference between 


the two at the bank, it was agreed that 
their joint dealings should be settled 
by the assistant cashier’s paying to the 
other man the sum of $7,650. . The 
assistant cashier immediately drew his 
personal check on his own bank for 
that amount and handed the check to 
the other. The recipient immediately 
endorsed the check and handed it back 
to the assistant cashier for deposit. 
The assistant cashier thereupon made 
out original and duplicate deposit slips 
showing the deposit of the endorsed 
check in the bank, gave the duplicate 
to the depositor and pushed the other 
under one of the tellers’ windows. 
About a month later husband and 
wife called at the bank for a statement 
of their joint account and received a 
statement from the assistant cashier. 
This statement showed the deposit of 
the check for $7,650. When the matter 
finally got into litigation, the evidence 
showed ‘that the deposit had never 
been credited to the couple’s joint 
account on the books of the bank; that 
the assistant cashier had never had 
sufficient funds in his account to cover 
the check, which was never charged to 
his account; and that the “statement” 
of their account which he gave to the 
couple was false and had been pre- 
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Check the amount of your insurance against the present 
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increasing and there is danger that you are underinsured. 
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pared by him to deceive them. 

A year or so later the assistant 
cashier committed suicide and it was 
not until after his death that the 
couple discovered the truth about the 
supposed deposit of the $7,650 check. 
They then sued the bank for the 
money. 

In a carefully reasoned opinion the 
Supreme Court of Oregon said: 

“When a check is presented for 
deposit drawn on the depositary bank 
and the bank pays the money or gives 
credit to the depositor, the transac- 
tion is closed between the bank and the 
depositor unless the check proves to be 





THE BURROUGHS CLEARING HOUSE—October, 1946 


not genuine or there is fraud on the 
part of the depositor. The giving of 
credit is practically and legally the 
same as paying the money to the 
depositor. 

““A credit on the deposit ticket is as 
significant an act of receiving the check 
as cash as is a credit on the passbook 
or the books of the bank. The deposi- 
tor is not required to see that the 
deposit is entered on the bank’s books 
or that the check is charged to the 
drawer. 

“Conceding the general law of de- 
posits as above stated, the bank con- 
tends it is not applicable here because 








Wise parents take this precaution 
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There’s no better protection for the travel funds of 
college and boarding school students than American 
Express Travelers Cheques. For emergency use during 


the term, too, they provide complete safety. 


Many bankers find it helpful to obtain lists of students going 
away to school and college, from their local schools. Then a 
brief note or a word to the parents when they call at the bank, 
can result in extra sales of these convenient, reliable cheques. 


Magazine and newspaper advertising regularly supports the 
sales of American Express Travelers Cheques. To tie in with it, a 
wide choice of newspaper mats is available. Write for the folder 
illustrating them and for any information you may need, to 
W. H. Stetser, Vice President, American Express Co., 65 Broad- 


way, New York 6, N. Y. 
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Travelers Cheques 
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the check, which was the subject 
matter of the deposit, was the assistant 
cashier’s personal check, drawn on his 
own bank and given in payment of his 
personal obligation. 

“It cannot be questioned that as 
assistant cashier he was authorized to 
receive depositS, but it is asserted that 
when an officer of a bank delivers his 
personal check for the purpose of pay- 
ing his personal debt, the person taking 
the check does so at his own risk and 
without recourse against the bank and, 
if he seeks to hold the bank liable 
thereon, has the burden of proving 
that the officer had the necessary 
money on deposit to meet the check. 

“In all except two of the cases cited 
to us by the bank in support of its 
position the person dealing with the 
bank official was informed by the 
transaction itself that he was using 
bank funds to pay his personal obliga- 
tion. 
attempted to pay his debt by issuing a 
deposit ticket to his creditor. Another 
bank official gave his creditor a certifi- 
cate of deposit. In still another case, 
three notes belonging to the bank were 
used to pay the personal notes of its 
cashier. In these and many similar 
cases the person accepting the bank 
obligation or memorandum of credit is 
placed on notice that the officer is using 
bank funds for his private ends. 

*““A personal check by the officer is 
quite different. An officer may clearly 
have a checking account in his own 
bank, and the fact that he issues checks 
against it does not impart notice that 
any fraud is involved, even though his 
account is overdrawn or non-existent. 

“Judgment against the bank is 
affirmed.” Fine vs. ........ County 
National Bank, 170 Pacific Reporter, 
Second Series, 365.) 


° > > 


Notice of Dishonor 


In a recent suit against the endorser 
of a negotiable note the Georgia Court 
of Appeals pointed out that notice of 
presentment and dishonor of a note 
need not be given to an endorser 
“‘where he already has knowledge of 
such matters.” 

The note in suit was executed in the 
name of a corporation by its president 
in his representative capacity. The 
president also endorsed the note per- 
sonally. When the president was sub- 
sequently sued personally as an en- 
dorser for the unpaid balance on the 
note, one of the defenses made was 
that he had had no notice of present- 
ment and dishonor, as is required by 
law to charge an endorser. 

Ruling that there had been an 
“implied waiver” of notice of present- 
ment and dishonor on the part of the 
defendant endorser, the court said: 

“When he endorsed the note sued 


In one case the bank officer © 
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on he was president of the corporation, 
which was the maker of the note, and 
as such president executed the note 
for the maker corporation. He was 
the acting managing officer of the busi- 
ness of the corporation, was the major- 
ity stockholder, and had under his 
own control and management all the 
assets and business of the corporation. 
It was his duty to see that funds were 
provided for the payment of the note 


the corporation knew. 

‘From the allegations of the petition 
and the legal inferences to be drawn 
therefrom, we think it can properly be 
said that the note was due, it had been 
presented for payment and was not 


paid. The president of the corporation, 


sued here as endorser, necessarily had 
knowledge of all these matters, accord- 
ing to the facts appearing from the 
petition. 

“The law does not require that 
notice of presentment and dishonor of 
a negotiable instrument be given to an 
endorser in order to charge him with 
liability, where he already has knowl- 
edge of such matters. The law does 
not require a useless thing, and it cer- 
tainly would serve no useful purpose 
to give an endorser notice of some- 
thing of which he already had knowl- 
edge.” (Murray vs. Anderson, 38 
Southeastern Reporter, Second Series, 
131.) 


° o SJ 


Suit on Renewal Note 


A California renewal note contained 
this statement: “This note is exe- 
cuted, delivered and accepted, not in 
payment of, but for the purpose of 
renewing the following described note: 
Note for $7,118 dated August 9, 1938.” 

The payee eventually sued the 
makers on the renewal note, which was 
offered in evidence at the trial of the 
case. 

The defendant makers objected to 
the renewal note’s being admitted in 
evidence. They contended that the 
suit could be brought against them 
only on the original note and not on 
the renewal note. 

Discussing this objection on the 
appeal of the case, the California Dis- 
trict Court of Appeal said: 

“It is argued that since the note 
sued upon is a renewal note, it only 
extended the time of payment and 
therefore plaintiff was obliged to sue 
upon the original note, which was the 
‘real obligation,’ that is, ‘the debt.’ 

“Counsel for the defendants frankly 
admits that he has searched diligently 
for some authority directly in point 
supporting his argument but that the 
search has been without avail. 

“Several authorities are cited as 
supporting the general proposition 
that a note given in consideration of 
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and to see that the note was paid. He | 
knew everything about this note thal | 
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TIME SAVERS 


© Brandt Automatic Cashiers (Coin Paying 
and Coin Changing Machines) 


© Brandt Coin Sorting and Counting Machines 


© Brandt Coin Counting and Packaging 
Machines 


@ Brandt Coin Storage Trays 
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@ Brandt Coin Wrappers and Bill Straps 





BRANDT AUTOMATIC CASHIER CO. 


WATERTOWN WISCONSIN 


Please send complete information regarding BRANDT products 
listed below : 


BRANDT 


COIN HANDLING 


DEVICES SINCE 
1890 


[|] Automatic Cashiers 
USE [_] Coin Sorters and Counters 
[_] Coin Counters and Packagers 








THIS (] Motor Driven | Hand Operated 
[_] Coin Storage Trays 
atacand [_] Coin Wrappers and Bill Straps 
NAME 
BY_ ke oe v 
ADDRESS- . os ait ase Ee tiara sa 
(city) (ZONE) eS 





In writing to advertisers please mention The Burroughs Clearing House 





56 








THE BURROUGHS CLEARING HOUSE—October, 1946 


Foreseeing and ‘Preventing 


Possible Financial Loss 








UNLIKE TELEVISION, which deals with things that are hap- 
pening and are visible to the naked eye, SURETYVISION deals 
with things that will be visible only in the future although 


they may be occurring now —such as losses arising from 
employee dishonesty. 


Like Television, SURETYVISION requires special talent, 
knowledge and experience—the type provided by the American 
Surety organization for more than 60 years. Employers’ risks 
must be scientifically analyzed so that the Surety Bond selected 
will provide the exact protection needed by each business or 
financial establishment, institution or other employer. 


Call our agent or your own broker for information as to what 
SURETYVISION can do for you. This protection has never 


been so complete or so inexpensive as now. 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
Affiliate : 
ut! SURETY FIRE INSURANCE COMPANY 
2-100 Broadway New York 5, N. Y. 
Dependable as America 








an antecedent indebtedness does not 
in itself discharge the debt but sus- 
pends the creditor’s right to recover 
until the maturity of the note. 

“There is no quarrel with that propo- 
sition, but in a California case where 
the action was predicated upon and 
directly involved a renewal note, the 
right of the holder to sue on the re- 
newal note instead of the original 
instrument has been sustained. 

“We find no error in admitting the 
renewal note in evidence.” (Imperial 
vs. Shields, 169 Pacific Reporter, 
Second Series, 671.) 


* e ¢ 


BANK 
QUARTERS 


(CONTINUED FROM PAGE 27) 


the most marked is probably that of 
facilitating banking service to motor- 
ists. Parking problems in the con- 
gested areas are becoming ever more 
acute, and in order to induce business 
to keep coming to those areas it is 
becoming increasingly necessary to 
provide facilities that will eliminate 
the annoyance of parking problems 
and traffic congestion. 

One of the most advanced solutions 
in this connection is the “motorized 
banking” development now under 
construction at the Central National 
Bank in Chicago. A broadside folder 
in color describing this innovation 
suggests that it will be possible to 
“drive right into the bank to transact 
your business.” To bring this about, 
a new two-story “drive-in” structure 
is being erected behind the present 
bank. Three views of this development 
are shown on page 27. One drive-in 
entrance will flank the pillared front 
entrance of the bank on Roosevelt 
Street. In using this drive-in, which 
goes straight through the entire bank, 
a motorist after continuing through 
the bank proper will enter the new 
addition which contains an island of 
twelve modern teller windows en- 
circled by a “‘drive-in-out” lane. After 
the window transaction is completed, 
the motorist will leave through an exit 
in the new building. There is also a 
drive-in entrance in the addition, 
which can be used instead of the 
Roosevelt Street entrance if desired. 

While drive-in windows are becom- 
ing fairly common, although not on so 
extensive a scale, the Central National 
Bank has gone beyond this stage with 
a two-story “motor lobby.” Drivers 
who wish to park will find ample 
parking stalls, just off the drive-in 
lanes. They may transact routine 
business in the motor lobby at twelve 
portable cages placed for greatest 
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This little pig went to market — dav Wuting 


From ham-steak to bacon, every 
piece of meat you eat has a history 
— in writing. 

Breeder, butcher and all in- 
between keep a written record of 
costs, time, labor. That record is on 
a business form — and chances are, 
on a Moore business form. 

This company supplies to Ameri- 


SALES OFFICES IN OVER 200 CITIES FROM COAST TO COAST, ALSO IN PRINCIPAL CITIES ACROSS CANADA 





can business of every kind and size, 
from corporation to corner store, the 
printed forms that help keep tabs 
on countlesg daily transactions. 

For banks, Moore makes standard 
banking forms that speed up service, 
cut down overhead, put permanent 
facts in writing with economy and 
accuracy. 


To talk with a forms specialist, 
with no obligation to yourself, get 
in touch with the local Moore office. 
Moore stands ready to supply you 
with everything from a simple de- 
posit slip to the most intricate 
multiple-copy form ...“to put it on 
the record, swiftly, accurately, 
economically.” 


MOORE BUSINESS FORMS, INC. 


NIAGARA FALLS AND ELMIRA, N. Y.; MINNEAPOLIS, MINN.; DALLAS, TEXAS; LOS ANGELES AND EMERYVILLE, CALIF. 


ADV. BY N.W. AYER 
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General Office and Factory . . . Hamilton, Ohio 


BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT 
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efficiency, or walk through to the 
adjoining main building. 

Another Chicago institution that is 
constructing facilities for motorists on 
an extremely extensive scale is the 
Exchange National Bank, which in 
moving to its new quarters at 130 S. 
La Salle Street is renovating the entire 
premises along modernistic lines. 

Connected to the Exchange National 
Bank will be a drive-in “‘auto-bank,” 
a sketch of which is shown on page 61. 
There will be ten teller cages forming 
an island, so that motorists can drive 
up, do their banking, and continue in 
a U turn to the exit. These teller 
cages, called pillboxes, are being con- 
structed of concrete and steel and have 
built-in safety features. All the glass 
is bullet-proof. The teller will enter 
the pillbox through a stairway that 
leads from a tunnel underneath. There 
will be no means of entering or leaving 
the cage except through this concrete 
tunnel, which is in the lower level of 
the bank premises. 

Each teller will be trained to handle 
various types of transactions, so that 
the motorist will not have to seek out 
any special teller. Pneumatic tubes 
will run from each teller’s desk to a 
central point in the lower level of the 
bank itself, facilitating communication. 


OUBLE lanes are being provided in 

conjunction with the drive-in so 
that a car parked at window No. 1 will 
not prevent the car behind from going 
around to an open window. A ramp 
will lead up to the roof of the auto- 
bank for the customer desiring to 
park his car, in the event his business 
calls for consultation with one of the 
officers. A hiker will park the car for 
the customer, and when the latter’s 
business has been transacted the bank 
officer will telephone the hiker who 
will bring the car down to the cus- 
tomer. 

Two other features:of the drive-in 
are noteworthy. Special ventilation 
is being provided to clear the air of 
any car gas. Lights, motivated by an 
electric eye, will flash a warning on the 
sidewalk to the pedestrians when a 
car is leaving the exit. 

Inside the modernized bank the 
same careful attention to detail will 
be apparent. There will be two adding 
machines in the main lobby for cus- 
tomers’ use. Of special appeal to 
feminine patrons will be a separate 
women’s department with connecting 
ladies’ lounge and powder room. And 
for the bank’s employees, there will be 
music in all of the departments. 

Incidentally, the Manchester Bank 
in St. Louis, Missouri, in its new 
quarters has extended the trend toward 
enhanced convenience to the directors. 
Adjoining an extremely decorative 
directors’ room (see page 26), and 
behind plastic curtains, there is a 
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a Weston cotton ‘fibre Perma- 
nent Record, Ledger, Index, 
Bond or Machine Accounting 
Paper for every record keeping 
or correspondence use. 


BYRON WESTON COMPANY, DALTON, MASSACHUSETTS 





on WESTON Paper ‘ 
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Trade Bank and Trust Company, New York 


The many interesting features of these 


dining room and kitchen which are in 
operation on meeting days only. This 
is an old custom at the Manchester 
Bank. 

Nor are top executive officers being 
neglected in the planning of modern 
bank quarters, as evidenced by the 
view on page 26 of the muraled and 
beautifully paneled office of President 
J. W. Beasley at the Guaranty Bank 
and Trust Company, Alexandria, 
Louisiana. 

Perhaps the most modern and un- 





usual exterior design of any of the 
recent banks is that just approved by 
the Security-First National Bank of 
Los Angeles for its projected Cren- 
shaw and Santa Barbara branch, now 
occupying temporary quarters. As 
depicted below, one of the features of 
the new building will be a deep, 
recessed all-glass front. Another in- 
novation is the 75-foot ‘“‘fin’”’ sign, of 
which passers-by have a completely 
unobstructed view. The structure, 
50 by 151 feet, will have a subter- 





Corporation 








RINGSIDE SEAT 


We are in a front row position to give you and 
your customers first hand information about New 
York State business. Through our affiliation with 
19 other Marine Midland banks we are in close 
touch with local people and local business in 42 


New York State communities. 


Member of Federal Deposit Insurance 





MARINE TRUST COMPANY 


Buffalo’s Oldest and Largest Commercial Bank 





Lindell Trust Company, St. Louis 


two banking rooms are described on pages 24-25 


ranean service entrance. It will be 
part of a new 35-acre mercantile 
development in the southwest section 
of Los Angeles, a planned project 
which will have parking facilities for 
2,000 cars at one time. While unique 
in appearance, the bank’s quarters 
have been designed to harmonize 
architecturally with all the other 
buildings in the development. Assist- 




















Modernistic Los Angeles branch 


ing in this regard is that fact that a 
single architect is responsible for de- 
signing the entire project. 

In remodeling its Midtown Office at 
7th Avenue and 39th Street, the Pub- 
lic National Bank and Trust Company 
of New York not only achieved a 
pleasing streamlined effect but also 
expanded the branch facilities by more 
than 60 per cent in area. The floor is 
of red and black rubber, mottled to 
eliminate noticeability of footprints. 
The base of the counter screen is of 
Cuban black marble, with white vein- 
ing which harmonizes with the floor 
pattern. The lower portion of the 
screen is of teak veneers, while the 
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Drive-in “‘auto-bank”’ of the Exchange National Bank, Chicago 


Pneumatic tubes to bank premises will facilitate communication 


superstructure is of aluminum and 
horizontally ribbed glass. The walls 
are of plaster tinted mauve and the 
ceiling is acoustical plaster. Lighting 
is by means of louvred fluorescent 
fixtures providing a level of illumina- 
tion in excess of 35 foot candles at the 
working plane. 

An unusual decorative idea has 
been employed by the Guaranty Trust 
Company of New York in conjunction 
with its new Rockefeller Center office, 
pictured on page 25. On the walls is a 
decorative frieze of medallions, each 
depicting the seal of a bank that has 
merged with Guaranty. These medal- 
lions are arranged chronologically and, 
with the dates set above, sketch his- 
torically the growth of the bank. 

Another feature of historical interest 
is the mural on the back wall of the 
main banking room. Painted by Allyn 
Cox, A.N.A., former president of the 
National Society of Mural Painters, 
the mural portrays a Hudson River 
scene at West Point about 1839, which 
was the year the Guaranty Trust 
Company was established. 


ECORATIVE features are not, of 

course, the only noteworthy de- 
velopments in present-day banking 
quarters. At least equally important 
are the advancements in design which 
contribute to the working efficiency of 
the buildings which house financial 
institutions. 

Thus, the most interesting feature 
of the new Bank of Virginia Beach, 
located in the seaboard resort town of 
the same name, is that it is “‘radiant 
heated.” This is said to be the first 
bank installation in the United States, 
although the Bank of England re- 
putedly is equipped with the same type 
of heating system. In view of the 
widespread interest in the subject, 
details of the Virginia Beach installa- 
tion are cited here. 

The radiant heating system was de- 
signed for the use of 130 degree water 
supplied from an oil-fired boiler. 





The floors of the bank were trans- 
formed into heating panels by con- 
cealed pipes (see page 27). Instead of 
“cooking” the air, radiant heat oper- 
ates on the theory of warming normally 
cool surfaces, to control radiation heat 
losses from the body which scientists 
affirm are the greatest cause of dis- 
comfort. One of the problems con- 
fronting engineers designing a heating 
system for a bank is uniform distribu- 
tion of warmth, especially for per- 
sonnel working in cages or behind 
counters where air temperatures at 
floor level usually are low due to 
erratic movement of heated air up- 


ward to force cool air downward. | 
Since a radiant heating system pro- | 
vides steady heat from the floor up- | 


wards, drafts at floor level are elimi- 
nated. 


Among the advantages claimed by | 
heating engineers for radiant heat are | 


increased cleanliness and maximum 
utilization of floor space. Since radiant 
heat passes through the air without 


disturbing it mechanically, dust and | 
dirt are not blown around the room. | 

Another feature of radiant heat, | 
according to users, is fuel economy. | 


In the Bank of Virginia Beach, only 


1,600 gallons of fuel oil were consumed | 


for heating the building, as well as 
domestic hot water, from the time the 
heating season started last year until 
April 18, 1946. 


Two different radiant heating coil | 


“YOUR MANUALLY POSTED 
| RECORD FORMS,” 


says KING COTTON, 








“CALL FOR PARSONS 
MECHANO FORM’ 








This 50% cotton fiber ledger 
paper and index card stands 
constant handling without 
getting dog-eared. It’s tough 
and rigid, and it’s easy to use 
for this paper, specifically 
made for modern business, 





has the new no-glare surface 
that increases accuracy end 
relieves eyestrain. Fine eras- 
ing qualities, found only in 
cotton fiber paper, even with 
chemical erasing fluids. Six 
matching colors implement 
your color control system. 

When you need more ledg- 
er or index card stock, be sure 
to specify PARSONS MECHANO 
| FORM. 


designs were utilized for this installa- | 


tion. In the public space, where the 
20 foot ceiling creates a heavy heat 
load, a “grid”? type heating element 
consisting of iron grid pipes spaced 
12 inches apart was embedded in the 
concrete floor slab. The work space, 
with tellers’ counter, is directly under 
a balcony and spacing of smaller pipes 
was increased to 30 inches. Since 
sinuous-type radiant heating coils are 
concealed in the balcony floor above 
this area, downward heat flow com- 
bines with the heat emanating from 
the work space floor toJachieve maxi- 
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CHECK THEIR RECEIVABLES . . . a 
THEN SEND FOR THIS BOOK ON 


“CREDIT LOSS CONTROL" 


A large percentage of your customers’ 
working capital is represented by their accounts 
receivable. Look at their financial statements. Then think what could 
happen . . . if business failures and credit losses shot up again as they 
did after World War I. In that period of readjustment, current liabilities 
of failures shot up to 553% of the 1919 total in just two years. 


Will that happen again? No one knows. But sound banking 
judgment will tell you that your customers’ receivables are important 
assets at all times . . . subject to risk at all times . . . should be protect- 
ed at all times. That’s why thousands of banks now advise customers 
to carry American Credit Insurance . . . which places a definite cash 
value on customers’ accounts receivable . . . and guarantees that they 
will be paid. Many banks go further than that. They insist on this added 
protection in granting loans . . . and the bank now may be included 
as a named assured without charge. 


*‘Credit Loss Control’’ ...a timely book... contains important 
facts and figures that you need . . . to assist customers who seek your 
advice about credit policies and problems. For a free copy, address: 
American Credit Indemnity Company of New York, Department 49, 


Baltimore 2, Maryland. GFF > 


PRESIDENT 


American 
COMPANY Credit Insurance 


See FONG Guarantees Payment of 
. 1893 BE 1946 
— Accounts Receivable 


| 53" Yaar. 
| AMERICAN 
| Creoit INDEMNITY 





OFFICES IN PRINCIPAL CITIES OF UNITED STATES AND CANADA 








mum comfort. Employees of the bank 
are said to be outspoken in their praise 
of the continuous mild warmth of the 
heating system. Since the floors are 
maintained at about body surface 
temperature, they feel cool to the 
touch despite the fact that heat is 
coming from them. 

The exterior of the Bank of Virginia 
Beach has an unusual feature, also, 
in that large bas-relief letters im- 
printed in the white limestone front 
very effectively spell out the bank’s 
name, as shown on page 24. 

Typically clean-cut is the exterior 
of the new Salem Branch of the First 
National Bank of Portland, pictured 
on page 25. It will be noted that there 
are no majestic columns which at one 
time marked the temples of finance. 
The two street fronts of the building 
are finished in marble in keeping with 
the general style followed by the newer 
state capitol buildings in Salem, but 
the smooth expanse is uninterrupted 
except for large windows and eight 
cameo carvings cut in the marble. 
These designs portray the industrial, 
agricultural and commercial life of 
the Salem region. 

The huge entrance door, as well as 
all vestibule and interior doors, are of 
Herculite glass. A unique feature of 
the construction is a well that has been 
sunk beneath the bank basement; 
water from this well will be utilized 
for temperature control and the build- 
ing’s heating system. Lighting for 
work space on the mezzanine, in addi- 
tion to special lighting fixtures, will 
be provided by 350 square feet of glass 
brick windows. A noteworthy fact is 
that the entire basement area under 
the building has been excavated and 
1,600 square feet of this basement 
space has been walled off, reserved for 
future expansion—a forward-looking 
precaution. 

Thus the Salem branch achieves a 
happy combination of artistic beauty 
and practical utility. This, appar- 
ently, is the objective of most of the 
bank planners of today, and the fore- 
going examples indicate that they are 
being very successful in attaining this 
desired combination. 


* ° 4 


NEW BUSINESS 
CONTEST 


(CONTINUED FROM PAGE 29) 


The new business committee said that 
it did not see how the bank could 
possibly lose on such an undertaking. 
Our management. committee ap- 
proved the plan, and the new business 
committee was told to go ahead. 
The first thing the committee did 
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VERYWHERE 


“THE / BANKERS’ FIELD WAREHOUSE COMPANY” 


Wherever there are progressive banks that want to 
make sound loans on inventory — wherever there are 
banking customers who have merchandise on which 
to borrow — Douglas-Guardian’s services are in de- 
mand. 

With eighteen offices equipped to serve the na- 
tion’s banks — with experience in field warehousing 
over 400 products in 44 states — with 2500 banks hav- 
ing held our warehouse receipts — it’s only natural 
that bankers seek our services and think of Douglas- 
Guardian as “the bankers’ field warehouse company.” 


DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 


Nation-wide FIELD WAREHOUSING 





NEW ORLEANS I, La., 118 North Front St. LOS ANGELES 14, Calif., Garfield Bidg. 

NEW YORK 4, N.Y., 50 Broad St. MEMPHIS 3, Tenn., Porter Bidg. 

CHICAGO 3, III., 100 West Monroe St. PHILADELPHIA 2, Pa., Girard Trust Bldg. 

ATLANTA 3, Ga., Hurt Bldg. PORTLAND 5, Ore., 927 S.W. Alder St. SPRINGFIELD, Mo., Holland Bldg, 
CLEVELAND 14, Ohio, Union Commerce Bidg. ROCHESTER 4, N.Y., Commerce Bldg. TAMPA 2, Fla., 416 Tampa St. 
DALLAS |, Texas, Tower Petroleum Bidg. SAN FRANCISCO 4, Calif., 300 Montgomery St. EL PASO, Tex., First Nat'l Bonk Bidg; 


EASTON, Md., 438 South Street SPRINGFIELD 3, Mass., 172 Chestnut St. HARTFORD, Conn., 36 Forest St, 
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was to call the-men together who had 
been chosen for trainers and jockeys. 
These men, a trainer and a jockey for 
each team, had been carefully selected, 
for they were the ones who would be 
expected to carry the load once the 
Derby got under way. The entire plan 
was explained to them and they were 
furnished with a list of their respective 
team members. 

Each team was then assigned the 
name of a famous race horse and the 
colors it would carry. In addition, a 
complete sales kit and a button to be 
worn during the Derby was provided 
for each team member. More will be 
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said about the sales kits and the 
buttons later in the story. 

Having outlined the plan to the 
trainers and jockeys, and finding them 
enthusiastic about it, the committee 
next sent out a bulletin to all of the 
officers and employees briefly describ- 
ing what was in the wind. The trainers 
and jockeys then called their teams 
together and explained the plan to 
them and handed out the sales kits 
and pins, together with suggestions on 
how to get new business for the bank. 

Next followed the “Go” meeting, 
which was held the first thing in the 
morning, in the bank lobby, and was 











You'll Value Representation 


in Cleveland 


Cleveland is the hub of the Great Lakes Industrial 
Area—a great buying territory of the nation—a 
centralized location where raw materials meet to 
produce a great variety of manufactured products. 

Central National Bank of Cleveland, in this ac- 
knowledged center of America’s Industrial Empire, 
offers correspondent banks many opportunities 
to give increased advantages to their customers. 
We have a thorough knowledge of conditions in 
this vital area and your inquiries will receive 


our prompt attention. Let us hear from you. 


CENTRAL NATIONAL BANK 
of Cleveland 


CLEVELAND 1, OHIO 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 








In writing to advertisers please mention The Burroughs Clearing House 





attended by all of the officers and em- 
ployees. It was here that the fun 
began. As the employees were gather- 
ing in the lobby, the bugle strains of 
“My Old Kentucky Home” were 
sounded to create race track atmos- 
phere. 

A starting barrier made of twisted 
crepe paper had been strung across the 
lobby and each trainer and jockey, 
representing their respective horses, 
were lined up on the stairway, out of 
sight. As the strains of the bugle 
died down Vice-president J. H. Stephan 
stepped forth with a megaphone and, 
using the familiar race track lingo, 
called the horses to the barrier one by 
one, followed by a blast from the bugle. 
As each horse was called, the trainer 
and jockey pranced to the post amid 
laughter, catcalls, and applause. When 
all of the “‘horses’’ were at the post, 
President T. R. Hefty gave a short 
pep talk, after which one of the girls 
stepped forward and cut the tape, the 
starter yelled “‘Go,”’ the horses trotted 
down the lobby .. . and the Derby 
was on! 


OLLOWING the “‘Go”’ meeting each 

person received the first copy of the 
Derby Bulletin, which explained the 
rules of the contest and listed the 
awards, which were as follows: 


TEAM AWARDS 


Final Winners 


First Prize $75.00 
Second Prize 50.00 
Third Prize 25.00 $150.00 
Quarter Winners 
First Quarter 40.00 
Second Quarter 40.00 
Third Quarter 40.00 
Fourth Quarter 40.00 160.00 


Note: No team could win more than two “quarter” 
prizes. 


INDIVIDUAL AWARDS 


First award—one extra week 


vacation and $50.00 
Second award—one extra week 
vacation and $25.00 
Third award—one extra week vacation 75.00 
7~ - * 
Account Awards (600 @ $1.00) $600.00 
Other New Business Awards 
(Estimate) 150.00 750.00 
JACK POT AWARDS 
Daily drawings at $1.00 to be awarded 
to those wearing their pins 65.00 





Total Awards $1,200.00 


The awards were set up in this way 
to encourage the maximum in team 
effort as well as individual initiative, 
and this plan really worked very well 
as we were to find out later. The scor- 
ing was on a point system, one point 
for each new account, whether it was 
a $100 checking account or a $10,000 
mortgage loan. Likewise, individual 
awards were made at the rate of $1.00 
for each new account, except in the 
case of,mortgage loans and trust busi- 





CUMMINS 
300 


has the 


GREATEST PERFORATING POWER 


Available in a Portable Machine 


Cummins 300 Electric Portable Perforator, 
entirely new in design and construction, 
is built especially for banks. It is engi- 
neered for greater speed, greater effi- 
ciency, greater capacity. You'll get 
more perforating done with a modern 
Cummins 300. 


Look what you get in this 


Large Capacity Portable Perforator 


1. 


SELECTOR RINGS — Can be set 
quickly and easily to perforate char- 
acters desired. 

KEYBOARD CONTROL — Keys re- 
lease selector rings for change of 
character, permitting speedy setting. 
A safety feature. 

AUTOMATIC TRIP — Micro switch 
operates machine instantly when 
paper is inserted. Machine cannot be 
operated by rocking or tilting. 


EXTRA LARGE WASTE DRAWER— 
Automatic feature ejects drawer 
when it is filled. 


FINISH — Grey and chrome to har- 
monize with office fittings. 


BEARINGS—All bearings are lubri- 
cated for life of the machine. 
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ORIGINATORS OF PERFORATORS 


Pioneers of check endorsers, 


check signers and receipters. 


“Safeguarding your transactions” 

























Speed and Versatility of Cummins 300 
Make it a Good Investment for Any Bank 


For canceling Checks + Bonds * Bond Coupons + Withdrawal 

Slips * Stock Certificates > Cashiers’ Checks » Mortgages and Personal 

Notes * Savings Pass Books... For validating Ledger Cards and 

writing Payment Coupon Books. 

HEAVY DUTY—Handles large volume of work, perforates up to 20 
sheets at one stroke. 

SAFE—All operating parts are entirely enclosed. 

PORTABLE—Easy to move, weighs only 45 pounds. 

QUIET—Smooth running—no disturbing noises. 


- AUTOMATIC—Inserting papers automatically operates machine. 


Prove these statements yourself. Ask for a demonstration of the 
power, capacity, speed and unequaled performance of Cummins 300. 


Cummins Business Machines 


Division of A.S.C. CORPORATION 
Formerly CUMMINS PERFORATOR 


4740 Ravenswood Avenue, Chicago 40, Illinois 





Please send me complete information on Cummins 300 to be used | 























AIR 


EXPRESS 


To Many Points in the U.S. 
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AIR SPEEDS up to five miles a minute — one thousand miles in less than four hours 
— that’s how fast your shipments go in the great new planes in use today! 


THAT’S WHY an ever-increasing number of same- 
day deliveries are now being made between many 
towns and cities in this country. 


REDUCED RATES include special pick-up and 
delivery in all major U. S. towns and cities. Rapid 
air-rail schedules between 23,000 off-airline com- 
munities. 

FOREIGN SERVICE 
Direct service by air to and from scores of foreign 
countries. Many are served overnight. 















































RATES CUT 22% SINCE 1943 (U.S. A.) 
AIR Over 40 Ibs. 
miles 2 ths. | 5 tbs. | 25 ths. 40 ibs. Conte per t. 
149 | $1.00 | $1.00) $1.00/ $1.23 3.07 
349 | 1.02] 1.18] 2.30] 3.68 9.21 
549 | 1.07| 142) 3.84] 6.14 15.35¢ 
1049 | 1.17] 1.98) 7.468) 12.28 30.70 
2349 | 1.45| 3.53| 17.65| 28.24 70.6l¢ 
Over 
2350 1.47 | 3.68] 18.42 | 29.47 73. 68< 
INTERNATIONAL RATES ALSO REDUCED 








WRITE TODAY ior the Time and Rate Schedule on Air Express. It contains 
illuminating facts to help you solve many a shipping problem. Air Express 
Division, Railway Express Agency, 230 Park Avenue, New York 17, N. Y. Or ask 


ZSS 


for it at any Airline or Railway Express office. 


Ma 








GETS THERE FIRST 





Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 





ness, which called for payments of 
$3.00 for each new account. 

The Derby Bulletin was _ issued 
weekly during the contest, reporting 
the progress of the race by teams and 
individuals, citing the number of new 
accounts obtained, relating interesting 
highlights of the Derby, and offering 
helpful hints. Also, several issues of 
the bank’s monthly house publication 
“The Teller” carried pictures and 
publicity on the Derby. A large race 
track, complete with horses circling 
the track, was placed in our lunch- 
room, and the weekly record of the 
various teams was posted by moving 
the horses ahead on the track. 


NE very effective help, especially 

for the employees, was the Derby 
button. It was a pin which contained 
a picture of a horse and jockey, and 
nothing more. Each of the eight teams 
had its own color. These buttons 
were designed to stimulate questions 
so that employees might have an open- 
ing for their sales talk, and it worked 
like a charm. Someone would ask, 
‘“‘What’s that button?” and the em- 


| ployee would answer, “That’s just 
| what I. wanted you to ask me,” and 
| then start talking about our new 


business contest. 

In order to make sure that the but- 
tons would be worn at all times, a daily 
jack pot drawing was held. At some 
unannounced time each day during 
the contest a name was pulled out of 
the hat and that employee would re- 
ceive a crisp new $1.00 bill, provided 
the lucky winner was wearing the 
button. If the button was not being 
worn the money went back into the 
jack pot and was added to the stake 
for the following day. The employee 
then became a charter member of the 
‘“‘No Button Club” and came in for a 
lot of kidding in the Derby Bulletin. 
Only a few employees became mem- 
bers of this exclusive club. 

The sales kits which were furnished 
to each contestant contained a list of 
our services and briefly described them 
in language which was easy to under- 
stand. In addition, various folders, 
check samples and other material was 
included which could be used in help- 
ing to close sales. Perhaps two of the 
most important items in the sales kits 
were the prospect cards and the intro- 
duction cards. 

The prospect cards, which were 
pocket size, provided space to list the 
names of prospects, the kind or kinds 
of banking services discussed, the date 
of the call, and a space for the date 
the account was opened. This proved 
to be one of the handiest little tools 
in the contest. 

Neatly printed introduction cards, 


| which the employees filled out and 


handed to their prospective customers, 
were helpful in maintaining a record of 


ma mn OOK Oo EE! 
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the new business secured. When the 
prospect came into the bank to open 
his account he would turn in this card. 
The officer opening the account would 
write the amount of the initial deposit 
or the amount of the loan on the back 
of the card, sign it, and send it to a 
member of the new business committee 
who kept the records. In this way it 
was possible to tell just how much new 
business came in each day, and it was 
from this source that information was 
obtained for our weekly Derby Bulle- 
tins and for posting the progress of the 
race on the bulletin board. 

One of the high points of the Derby 
turned out to be the weekly meetings 
of the trainers and jockeys with the 


members of the new business commit- 


tee. This group of about twenty 
junior officers and department man- 
agers discussed the progress of the 
contest and developed new ideas for 
securing business which could be 
passed on to their respective teams. 
The enthusiasm ran so high at some 
of these meetings that several times 
the group stood outside of the meeting 
room after adjournment at 5:00 P.M. 
and continued the discussion. The 
experience gained with this group was 
so important that our management in- 
tends to expand upon the scope of its 
activities in other ways. 

Once a week, too, each team met 
with its trainer and jockey for a 
review of progress being made by the 
team, for the answering of questions, 
the exchange of experiences, and the 
offering of helpful suggestions. The 
meeting time of each team was sched- 
uled for a definite time each week, 
either early in the morning or in the 
late afternoon to avoid as much confu- 
sion as possible in the daily work. 


At the end of the Derby we sched- 
uled a “‘Finish Line” meeting for the 
entire group. It was held in the bank 
lobby, and again we had some fun. 
The finish line, consisting of crepe 
paper, was strung across the lobby and 
Vice-president R. H. Marshall, with 
megaphone in hand, called out the 
names of the horses in the order in 
which they finished the race. The 
horses, each represented by its trainer 
and jockey, approached the finish line 
in the way they had run the race. 
The first three horses came prancing 
in, while the next two horses came in 
at a slow walk. The following horse 
came hobbling in on a cane, the next 
on a pair of crutches, and the horse 
which finished last was pushed in on a 
cart. This created a lot of good fun 
and the employees enjoyed it im- 
mensely. 
President Hefty then announced the 
results of the Derby. 
It was reported that a total of 
1,039 new accounts had been secured, 
which was 173 per cent of our quota, 








THE PREFERRED NO-MINIMUM-BALANCE PLAN 


This modern checking account service is now in 
- successful operation with leading banks throughout 
the country. The success of ThriftiCheck is based 
on special features that appeal forcibly to the public, 
and develop profitable account volume. 





Among 





them are: 


Prepayment for the checkbook by the depositor, 





as the simplest method 
understand. 


The imprinting of the depositor’s name on every 


of charge for him to 





ThriftiCheck—without extra charge—and the 
immediate delivery of the checkbook. 





services to the public. 


31 Nassau Street, New York 5, N. Y. 








ThriftiCheck is the only plan backed by an organi- 
zation with thirty years experience in selling bank 


BANKERS DEVELOPMENT CORPORATION 


Rector 2-7580 




















How does FARMING 


affect your business? 





If your business is concerned in 
any way with agriculture, you 
need the expert advice of the 
oldest and largest farm man- 
agement and appraisal service 
in the U. S. You will find this 


in the 
D. A. S. 
AGRICULTURAL DIGEST 


A cumulative reference volume 
of 400 pages of vital statistical 
facts and information, in strong 
ring binder. Twice monthly 
releases keep it current—inter- 
pret trends and predict out- 
look on prices, production, mar- 
kets, shortages and surpluses 
ahead. Follow its recommenda- 
tions and the service will pay 
for itself many times over. 
Thousands of farmers and busi- 
ness men profit through its use 
. . » The reference volume and § 
twice monthly releases for 6 
months, $15. Service there- 
after, per year, $10. 


Write for Free Sample Releases 


DOANE 


Agricultural Service, Inc. 
BOX 361, 5579 PERSHING AVE., 
ST. LOUIS 12, MO. 

















FOR QUICK 
CASHING 
OF CHECKS 






‘STEEL: © stRONG 


HIS popular and convenient style 
Rack holds a moderate quantity 
e of bills of various denominations 
rendered easily available for quick 
handling. Makes cashing of checks 
a speedy procedure. Base is of en- 
¢ ameled cast iron, 6% in. square. The 
e four 7-in. nickeled steel Posts accom- 
modate the enameled iron counter 
weight. A very handy device. 


The Cc. ie DOWNEY Company 


HANNIBAL, MISSOURI 


World4 Largest Mfr af Coin VILA TLE 
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totaling $874,250 in new business. Of 
this amount $521,735 was in new 
deposit money and $352,515 in new 
loans. The breakdown of the new 
business obtained was as follows: 


7 Type of Account Number of Dollar 





Accounts Volume 
Regular checking accounts 153 $288,307 
ThriftiCheck checking accounts 374 55,594 
Total checking accounts 527 $343,901 
Savings accounts 439 177,835 
Mortgage loans 20 281,530 
Commercial loans 29 70,985 
Trust business (wills) 24 Le 
Total new business 1,039 $874,251 


There were a number of interesting 
observations brought out in Mr. Hefty’s 
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report, in addition to the foregoing 
results. 

The officers were responsible for 
25 per cent of’the new accounts secured 
and 62 per cent of the dollar volume, 
while the employees had 75 per cent of 
the new accounts with 38 per cent of 
the dollar volume. The team winning 
first place accounted for 306 new 
accounts, the team in second place had 
157 accounts, and the team in third 
place tallied 134 accounts. High indi- 
vidual score was turned in by Louis 
Miller, head teller at our West Branch, 
with a total of 145 accounts; second 
placé was earned by Bertha Adamson, 
a savings teller at the Main Office, 











—————— 
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RESOURCES OVER 
$60,000.000 





America is going to BUY... 





AND THIS 


ON CREDIT... 


The Federal Reserve Board recently stated that 
50% of the nation’s families hold only 3% of the 
savings and war bonds outstanding. These same 
families will do much of the post-war purchasing 
and what they buy will be bought on credit. The 
character and wage standard of the majority of 


these families well justifies this type of bank credit. 


Industrial Bank is glad to share its 33 years experience 
in consumer credit with its correspondents who are enter 
ing this highly profitable field of public service. 


Industrial Bank 


NINTH AND WASHINGTON ° + ST. Louis. a - MO. 

















with 64 accounts; and third position 
went to Gene Schwenkert, Savings 
Department manager at the West 
Branch, with 56 new accounts. Out of 
a total of 150 employees, 122 were on 
the scoreboard with at least one new 
account. 

The first week after the Derby 
closed, 22 additional introduction cards 
came in representing $13,500 in new 
business, and a considerable volume of 
new accounts, traceable directly to the 
contest, still continue to come in more 
than two months after its close. 

Although this contest represented a 
lot of hard work and intensive activity, 
our management committee believes 
that it was an undertaking which was 
very much worthwhile. 


S 7 S ° 


DIRECTOR 
CLUTCHBILL 


(CONTINUED FROM PAGE 31) 


“The note was for a thousand dol- 
lars,” uttered Mr. Perkins. 

“One of our 200 per cent loans,” 
nodded Mr. Spearhawk sagely. “If we 
get $50 for the entire collateral it'll 
be a windfall.” 

Director Clutchbill, who had begun 
to finger his gray goatee, let his hand 
come to rest. “‘Mr. Spearhawk, I be- 
lieve we can get $1,050!” 

“What-t!’ Mr. Spearhawk’s mouth 
sagged. 

Mr. Clutchbill nodded, “‘Maybe 
they’d sell for a dollar apiece.” 

“I’m going home before I get on 
some committee to...” 

“Sit still, Mr. Spearhawk!” breathed 
Mr. McTavish. “Perhaps a fancy 
market has come to Mr. Clutchbill’s 
mind.” 

*“You’ll get in jail.””, Mr. Spearhawk 
looked around to locate his hat. ““And 
there’s a limit folks will pay.” 

“Not on fur-bearing cantaloupes,”’ 
pointed our Mr. Clutchbill. “Why, 
folks are riding around the United 
States hunting for ways to spend their 
money.” 

“Wonder how many cantaloupes 
Virgil had?” Mr. McTavish slid his 
pipe back into his pocket. 

“Look here, gentlemen,” rapped 
President Perkins, ‘“Clutchbill should 
engineer this, and I’ll name Spearhawk 
to help him.” 

Mr. Spearhawk rose and reached 
for his hat. 

“Sit down, Spearhawk,”’ burst out 
Mr. Perkins, “‘you can count canta- 
loupes, can’t you?” 

‘‘Not when my hand is shaking like 
it is now.” 

“We'll go down to Virgil’s place 
right after dinner.”” Mr. Clutchbill 
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STANDARD 


Federal Tax Reports 





N.w law? Old law? Speed? Accuracy?. Convenience? Com- 
pleteness? Whatever the need, whatever the question—if it involves 
federal taxes for revenue, the accepted reporter of the federal 
tax specialist, the first choice of the nian “who must have everything” 
is STANDARD FEDERAL TAX REPORTS. 


Whether they represent the tax payer or tax collector, on which- 
ever side of the tax fence they stand — Tax Men all endorse 
“Standard Reports” in use, collect real dividends from its breadth 
of coverage, official and explanatory, its dependability, and its 
down-to-earth practical values. 


For the “Standard Reports” subscription plan brings subscribers 
up to date immediately and keeps them up to date continuously. 
Its swift, detailed, informative weekly issues blanket the field of 
federal taxation most important to business and its tax counsel — 
reporting week by week the latest development in pertinent law 
or regulation, interpretation of ruling or court decision — the 
newest return, report, or form —all enriched and illuminated by 
editorial sidelights and plain English explanations. 


Accordingly, STANDARD FEDERAL TAX REPORTS subscribers 
always have the facts, always know just what to do — and why 
and how to do it! 


Write for Complete Details 


COMMERCE) CLEARING: HOUSE; ING. 
PUBLISHERS OF TOPICAL LAW REPORTS 


CHICAGO 1 New YorK 1 WASHINGTON 4 
214 N. MICHIGAN Ave. Empire STatTe BLOG. MUNSEY BLOG. 


CCH TOPICAL LAW REPORTS 
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got up and eyed Mr. Spearhawk sternly 
8 a moment, then reached down his 
at. 

Now the site of Virgil Kneebalm’s 
hot dog stand is not impressive. The 
little hut, slightly twisted, sits on a 
shelf beside the highway, and behind 
it the land slopes down rapidly, afford- 
ing an open view of the Basin of 
Minus, so-called because nothing but 
juniper bushes grows on its bosom. It 
was into such a scene there walked 
that late afternoon the Messrs. Clutch- 
bill and Spearhawk. 

“Look at that!” exclaimed Mr. 
Clutchbill coming to the brow of the 
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knoll. “More of them than I ex- 
pected.” 

Rippling down over the breast of the 
bank was-a large patch of vines. 
Amongst them innumerable little bel- 
lies of cantaloupes peered wistfully out. 

“They are whiskered!” burst out 
Mr. Clutchbill. ‘“The-vine stems have 
got a fine fuzz on ’em, and it rides 
right up on some of the cantaloupes.” 

“Well, by the bow-legged screech 
owl of Turkey Holler!” piped up Mr. 
Spearhawk suddenly making a grab in 
among the vines. ‘Here’s one that 
looks just like a pineapple, tick-marked 
all over with whiskers.” 











ST LOUIS 


St. Louis 
Offers Much... 


lll . .and in St. Louis, Mercantile-Commerce 

stands as a financial landmark in its home 

city, a financial guidepost in the Southwest 

territory, known throughout the. nation for out- 

standing services to banks and business, friends 
and correspondents everywhere. 


Location alone makes St. Louis a logical place 
for your account, and because of services, facili- 
ties and experience, a great many banks and 
bankers have selected Mercantile-Commerce as 
their St. Louis correspondent. 








MERCANTIL 


Bank and 
ST. LOUIS 1 


“€1 Gutn-S* 


Trust Company 
= MISSOURI 
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MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


In writing to advertisers please mention The Burroughs Clearing House 





Mr. Clutchbill seized it and in 
wonder turned it over and over. “I’m 
going to send it to Tinbridge Fair 
properly labeled. Maybe we can win 
a prize.” 

“‘Here’s a ripe one,” grunted Mr. 
Spearhawk who had been industriously 
feeling over one cantaloupe after an- 
other. “I’m going to cut her open and 
see how she tastes.” 

A moment later both gentlemen 
regarded each other with a strange eye. 

“Quaint flavor,”’ said Mr. Clutchbill. 

Mr. Spearhawk examined his slice 
of cantaloupe a long time, and then 
spoke. 

“It’s come to me. It’s got a faint 
taste of that bottle of stuff Cousin 
Abner fetched up this summer.” 

“Some sort of licker?” 

Mr. Spearhawk nodded solemnly. 
*“Mar-teeny, he called it.” 

“T think, Mr. Spearhawk, what you 
refer to isa drink called a Martini cock- 
tail. A fellow gave me one once at a 
bankers’ meeting and I’ve scarcely got 
over being dizzy. By the way, did 
your cousin happen to leave any of 
the liquid behind him when he went 
home?” 

‘“‘There’s more’n half a_ bottle up 
home in the woodshed,” nodded Mr. 
Spearhawk. 

“TI wish you’d go right up and get 
the bottle. <A little idea has crept into 
my head which might help to dispose 
of our crop of cantaloupes this after- 
noon.” 


WHILE Mr. Spearhawk was gone 

Mr. Clutchbill put on display,on a 
small table he had found in the hot 
dog stand, a row of six fully ripened 
cantaloupes. And a hastily lettered 
cardboard sign standing among them 
said modestly: 


GENUINE 
ALASKA FUR-BEARING 
CANTALOUPES 
Enjoy their spicy flavor 
ONLY $1 EACH 


Furthermore, Mr. Clutchbill had 
waylaid a passing car driven by Horace 
Twigg, the town clerk, and upon 
learning Horace was enroute to Tin- 
bridge Fair, he had entrusted him with 
the misshapen cantaloupe which Mr. 
Spearhawk had come across in the 
patch. 

“I want you to hand in this exhibit 
for a prize to the official in Floral 
Hall,” ordered the old director point- 
ing to an attached card which read: 


ONLY ALASKA PINEAPPLE 
KNOWN TO HAVE 
BEEN GROWN 
ON VERMONT SOIL 
A glowing specimen of the 
growing capacity of the 
FERNDALE NATIONAL 
BANK 
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A half hour later Mr. Clutchbill was 
smelling at the nozzle of a bottle which 
Mr. Spearhawk had removed from an 
innocent newspaper covering and 
handed out absently while eyeing the 
cantaloupe exhibit on the front yard 
table. Reaching into a side pocket the 
old director came out with a small 
funnel. “I found it in the shanty,” 
he explained. “‘Now, Mr. Spearhawk, 
if you’ll just hold one of these little 
pumkins steady.” 

Mr. Clutchbill produced a nail and 
pricked a hole through the stem end. 
He then laid the funnel over it and 
poured a small trickle from Mr. Spear- 
hawk’s bottle into the cantaloupe. 

“My gosh! Aaron! We’ll get into 
trouble, just as sure...” 

‘““How heavy you think we'd better 
load her?”’ asked Mr. Clutchbill ignor- 
ing Mr. Spearhawk’s alarm. 

“This is your business,”’ evaded Mr. 
Spearhawk. ‘““You remember, when 
we come up for trial at county court, 
I didn’t pour a drop.” 

“Don’t be such a fraid-cat. We've 
got to recover $1,000 . . . doesn’t that 
ease your conscience?”’ 


WING to the impetus of the Tin- 

bridge Fair some twenty miles away, 
cars were now passing anxiously to 
reach the Midway at its most brilliant 
afternoon. hour. Occasionally: a car 
slowed and examined the cantaloupe 
display only to put on speed when the 
passengers read the “$1 each”’ sign. 

““We may as well go home,” sniffed 
Mr. Spearhawk after watching one 
hurry away. 

“You wait a minute. I’m not gun- 
ning for small fry,”’ stated Mr. Clutch- 
bill in a firm voice. 

The words had hardly left his mouth 
when a long cream-colored sedan came 
cruising along as though one car, at 
least, was out to enjoy the country- 
side. Suddenly it slowed. The driver’s 
eye kept glancing at Mr. Clutchbill’s 
display. A moment later the car 
stood in the hot dog stand yard. A 
forceful-looking man, large, hearty 
and with thick iron-gray hair got 
leisurely out, leaving two definitely 
metropolitan women in the rear seat. 

*“A dollar apiece?” smiled the large 
man. 

“They are very rare, sir,” said Mr. 
Clutchbill. “An exclusive Alaska prod- 
uct. It was only with great care we 
were able to mature a crop.” 

“Taste different than the regular 
cantaloupe?”’ 

“Oh, yes, greatly different. Eh, 
Mr. Spearhawk, please bring one of 
those ice cream spoons from our side- 
board.” 

Mr. Spearhawk left hurriedly and 
shortly returned with a spoon which 
he had hastily shined on his sleeve. 

Mr. Clutchbill at once cut a melton, 
removed the seeds and handed it 


with a bow to the customer. 

The gentleman scooped out a gener- 
ous morsel of the amber cantaloupe 
and sampled it. His eyes began to 
widen. 

“‘Why! this is odd!’’ he flashed, dip- 
ping out another helping. “It has a 
definite tinge of Martini cocktail. It 
is unique. I wouldn’t have thought 
Nature could have produced it.” 

“Tt comes from far-off Alaska,” 
pointed out Mr. Clutchbill. ‘“‘Would 
you care to see this rare fruit growing?” 

“By all means!” 

Mr. Clutchbill led the way while 
Mr. Spearhawk edged warily toward 
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the protection of the hot dog stand. 

“Bless my soul!” purred the dis- 
tinguished visitor after wandering to 
and fro above the cantaloupe patch. 
“I wonder what these bushes are here 
on the edge.” 

“I believe they are called juniper, 
sir.” 

“Hm-m, by any chance is this 
property for sale?’ 

“Well, heh, I’ll ask my partner.” 

Carrying his highly-flavored canta- 
loupe daintily, the visitor followed 
Mr. Clutchbill to the hot dog stand. 

“Eh, Mr. Spearhawk,” announced 
Mr. Clutchbill when they had entered, 












WORLD TRADE 


means WORLD BANKING 


Trade between the United States and Latin America has 


skyrocketed in the last 10 years—an expansion which 
will probably greatly increase in the immediate future. 
And increased trade—whether with South America, 
Europe, or China — means increased banking. 
To handle these new foreign banking transactions 
efficiently and economically, check with the Rand 
M‘Nally Bankers Directory (the Blue Book). Here 
you will find all the banks in the world listed alpha- 
betically by countries, with official personnel and 
statements where available. 
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In the backfield a triple threat man, 
if he is really good, can make an 
ordinary football team look like a top 
flight aggregation. He passes, runs or 
kicks, as occasion demands or strat- 
egy dictates, and he keeps opponents 
in a state of confusion and the crowd 
in a state of excitement. 


There isn’t anything about Personal- 
ized Checks to confuse anyone. Quite 
the contrary. But they do pay off 
triple because (1) they make sorting 
easier, (2) they save banks money 
and (3) they please the public. 


Which is most important to you 
right now? For the past four years 
it has been easier and more accu- 
rate sorting and filing. Right now 
and for the immediate future it is, 
and will be, customer relations. 
Sometime, although we hope not, 








TRIPLE PERFORMANCE 


it may be the money they save. 


No matter what the reason, you 
can’t go wrong by actively promot- 
ing their sale. They'll put a broad 
grin on the face of the operating man, 
win a quick, pleased response from 
the public and make the comptroller 
positively glow when he sees the net 
check expense take a nosedive. 


Personalized Checks give life to a 
piece of paper, make folks brag a 
little about their checking accounts, 
command more attention than a 
thick steak . . . w-e-l-l-1 perhaps 
they’re not that good but anyway 
they do a triple job and they don’t 
cost much money. If you are already 
selling them in your bank put on the 
heat and sell them faster. If you're 
not, get started and tell us what you 
want in the way of publicity material. 















Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 








Now Available 








EASY SNAP 
“Style C”’ FILE BOX 


Corrugated Paper—Hinged Lid 
150 stock sizes 






ALL STEEL 
Sliding - Drawer 
FILES 


MADE ANY SIZE TO YOUR 
SPECIFICATIONS 





Prompt Deliveries 





STRAYER 


T-SD 


Sliding-Drawer FILE 


With All Steel Front 
(Corrugated Paper) 


50 stock sizes 








WE GUARANTEE OUR 
TRANSFER FILES 
TO PLEASE YOU OR 
NO COST TO YOU IN THE 
TRANSACTION 








--- MAIL ORDERS TO ... 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 
Manufacturers of BANK SUPPLIES since 1914 
STEEL AND PAPER COIN TRAYS AND BOXES— 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS— 
CURRENCY STRAPS—BANK SPECIALTIES 
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‘this gentleman has become interested 
in purchasing our project here.” 

““T am a restaurateur in New York,” 
disclosed the visitor, ‘‘and I have ever 
been one to interest myself in horti- 
culture. These Alaska fur-bearing 
cantaloupes have an agreeable Martini 
tinge which I fancy comes from a 
cross-pollenization with the juniper 
bushes at the top of the bank. I really 
would like to experiment with so novel 
a project.” 

Mr. Spearhawk secretly removed 
from a shelf his bottle of recently used 
flavoring extract and lowered it into 
an empty ash can. 

“Shall we sell for $1,000, Mr. Spear- 
hawk?” inquired Mr. Clutchbill in a 
faltering voice. 

Mr. Spearhawk examined his part- 
ner’s face a moment, then nodded. 

“Very well, sir,” said Mr. Clutchbill 
to the visitor, “we can repair to our 
village bank and deliver the necessary 
papers of ownership.” 

“T like prompt action,” smiled the 
visitor starting for his car. “Can I 
offer you a lift to the bank?” 


"THE matter was so cleanly accom- 

plished that a few days later both 
Mr. Clutchbill and Mr. Spearhawk were 
taking their bows in a board meeting 
of the Ferndale National when, sud- 
denly, Director McTavish leaned back 
with a ghostly light creeping over his 
face. 

“Khar!” he burst out in a warning 
note, “‘wasn’t there $50 interest on 
that note of Virgil’s? Why, Clutch- 
bill, I’m surprised that you should 
have...” 

Mr. Clutchbill’s hand was slowly 
reaching for his goatee. ‘‘Well, by the 
six-toed bobcat of Panther Pass, if I 
didn’t forget...” 

Suddenly the table telephone began 
to resound. 

“Yes?” barked President Perkins 
raking the receiver to his ear. “Oh, 
heh, yes, madam .. . ye-s-s. I'll see 

. . well! well! just a moment.” Mr. 
Perkins held a plump palm over the 
transmitter. 

“Has any man here sent in an 
Alaska pineapple to the Tinbridge 
Fair?” 

“I did,’ nodded Mr. Clutchbill. 

“Yes, madam, we did,” resumed 
Mr. Perkins in a honey-like voice, 
turning to the phone. “Huh, you 
don’t say. Well, well, and the check 
will come along—thank you, madam 
... thank you!” 

*“Gentlemen,” announced Mr. Per- 
kins, “it’s a message from Floral Hall 
at Tinbridge Fair. We have won a 
prize of $50 for the first pineapple 
raised on Vermont soil.’ 

‘““‘There’s your interest on the note, 
gentlemen,” uttered Director Clutch- 
bilf running a red bandanna handker- 
chief across his leaking brow. 
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“Your ability and reputation as the 
nation’s most experienced bank design- 
ers is apparent in your transformation of 
our antiquated quarters. You have given 
us a banking room beautifully designed 
and expertly planned for efficiency in 
operation. You have our whole-hearted 


recommendation.” 
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D. N. MOHLER, PRESIDENT 


THE CHARLESTON NATIONAL BANK 
CHARLESTON, W. VA. 


CAPITAL FUNDS: $3.677,000 *® RESOURCES: $77,358,000 
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Equipment Corporcition 


OF AMERICA 
NINTH & SIDNEY STS. ST. LOUIS 4, MO., U.S.A. 





WHEREVER YOU GO— 
| YOU SEE 
| | BURROUGHS MACHINES 
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Burroughs has always been first in developing machines and operating 
features to make office work simpler, faster, easier. This is the continu- 
ing objective of a research staff that works in close cooperation with 
businessmen and operators everywhere. Today, more engineers and 
scientists than at any time in Burroughs history are working with the 
finest laboratory equipment obtainable, improving current Burroughs 


. . IN MACHINES 
products and creating new machines for the needs of tomorrow. IN COUNSEL 


BURROUGHS ADDING MACHINE COMPANY ¢ DETROIT 32 IN SERVICE 


FIGURING, ACCOUNTING, STATISTICAL AND CASH REGISTERING MACHINES * NATIONWIDE MAINTENANCE SERVICE * MACHINE SUPPLIES 


